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““* Great Financial and 
Commercial Leaders 
Direct Missouri State Life 


HE Board of Directors, elected by the Missouri State Life 

on March 10th, following the acquisition by Caldwell & Co., 
Nashville, Tennessee, of a substantial interest in the Company, 
includes some of the strongest business leaders of the nation, men 
who are prominently identified with great outstanding financial 
and commercial institutions. Following is a list showing the 
personnel and business connections of the men composing the 
Board : 


L. W. BALDWIN 
St. Louis 
President, Missouri Pacific Rail 
road Company 


W. S. BRANSFORD 
Nashville 
Capitalist 
Director, Fourth and First Nat'l 
Bank 


A Policy to meet every 
" JAMES E. CALDWELL 
Life Insurance Need Lhe 


President Fourth and First Nat'l 
an 
Chairman Board, Cumberland Tel 
elphone and Telegraph Company 
ROGERS CALDWELL 
Nashville 
President, Caldwell & Company 
President, Bank of Tennessec 
W. FRANK CARTER 
St. Louis 
Carter, Nortoni & Jones, Attorneys 
Director, National Bank of Com 
merce in St. Louis 


WHITEFORD R. COLE 
Nashville 
President, Louisville & Nashville 
Railroad Company 
President Board of Trustees, Van 
derbilt University 


PAUL M. DAVIS 
Nashville 


Vice-President, American Nat'l 
Bank 
Chairman Board of Directors, 
Tennessee Central Railroad 
Company 


THEOBALD FELSS 
Cincinnati 


President, Felss Flour Milling 
Company 


E. D. NIMS 
St. Louis 


President, Southwestern Rell 
phone Company 


M. E. SINGLETON 
St. Louis 
President 
J. SHEPPARD SMITH 
St. Louis 
President, Mississippi Valley 
‘rust Co 
HILLSMAN TAYLOR 
St. Louis 
Vice-President 
F. O. WATTS 
St. Louis 
President, First National Ban« 





A Great Company Daily Growing Greater 





MISSOURI STATE LIFE INSURANCE CO. 


M. E. SINGLETON, President HOME OFFICE, ST. LOUIS 
LIFE ACCIDENT HEALTH GROUP 





PROGRAM FOR 1926 


= 

a 

= 

Reduced Non-participating Rates Several New States Opened = 
Increased Dividend Scale Free Educational Course => 
Increased Service to Policyholders _—_ Increased Standard of Solvency = 
and Agents = 
Ce el) + = 

= 

= 

= 


Business in force 


$51,294,000.00 


All of which came over our own counter—no ‘consolidations. 


Admitted Assets Surplus to Policyholders 
$6,874,226.76 $685,729.79 


If looking for a new connection write the Home Office 







CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 
































$1.28 PER LETTER IN COMMISSIONS! 


That is the actual value in commissions to agents 
of every Lead Service letter that has been sent to 
prospects by the Service Department of the Equitable 
Life of Iowa. This figure is based on accurate records 
compiled from agents’ reports, and is the average of 
many thousands of letters sent out by this Company. 


PE A 
Sky | 


The Lead Service System of “Iowa’s Oldest Com- 
pany” is designed to be of genuine assistance to agents 
in making more sales. But it is only one of a large 
number of practical sales helps at the service of this 
Company’s agency force. 


There are opportunities with this progressive, 
helpful Company for men of industry and char- 
acter. Write to Agency Dept. for information. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Home Office: Des Moines 





Founded: 1867 
Equitable Life of Iowa Building, Des Moines 
Iowa’s Tallest Office Building 
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FRACTIONAL PREMIUM | 
AND DEATH BENEFITS | 


Actuaries ‘en Their Opinion | 
on the Practice That Has 
Been Introduced 


VIEWS ON METROPOLITAN 





Comment Is Made as to the Effect of 
Crediting the Unearned 
Amount 


still much comment 
ctuaries as to the effect of the payment | 
at 


announce 


There is among 





death. 
that the 
for the unpaid fractional 


se e ° | 
of fractional premiums = 


or two companies 


would not call f 





premium if death occurred before the | 
end of the premium year. This led| 
the Metropolitan to announce that it | 
would refund the unearned premium if | 
death occurred during the year. One | 
actuary in commenting on this issue | 
says: | 
*x a 7 | 

“ny , | 
Not only is your statement true that | 
the actuarial calculations are based on | 
the full year’s premium being paid, but 
furthermore they are based upon the 
assumption that the claim will not be 
paid until the end of the policy year 
in which death occurs. You will see 
from this that on the average we pay 
all claims six months in advance as it 
is the practice of all companies, so far 


as | know, to pay the claim immediately 
after death or rather upon filing satis- 
factory proofs of death. At 6 percent 
interest this means that the company 
is out $30 on the average for each $1,000 
in death claims paid. Is it not logical, 


therefore, that a company might well 
go one step further and refund the 
pro rata portion of the unearned pre- 


mium of the year in which death occurs? 
Allowances Are Made 


“Our company has recently adopted 
the practice of paying the proportion of 
the next year’s dividend and also in- 
cluded in the death claim check interest 
at the rate of 6 percent from the date 
death occurs until the check is issued. 
Our policies do not call for either of 
these two things but as a matter of ex- 
pediency we think it advisable to pay 
them. The beneficiary is expecting the 
‘ace amount of the policy, but a few 
dollars additional in the way of divi- 
(ends or interest is not expected. We 
feel that we may gain as much good 
will from the few dollars additional paid 
“ om the face amount of the policy 
itself 


Effect of Liberalization 





“In reply to your specific question as 
to whether or not I think the tende ncy 
of liberalization is being carried too far 
will say that I believe it We have | 
hot seen fit as yet to waive the unpaid | 
installments of the premiums but we| 
do deduct from the face of the policy 
the minimum possible amount to pro- 
vide for the full year’s premium. By | 

(CONTINUED ON PAGE 24) | 


is. 





NET COST WORKED OUT 


| FIVE YEAR PERIOD SHOWN 


| Figures Taken From the Little Gem 


Chart Give Record of Some 
Leading Companies 


The accompanying table shows the 
average net cost per year, age 35 ordi- 
nary life, based upon 1926 premiums and 
dividends. The figures are taken from 
the Litthe Gem Life Chart, 1926 edition. 
The average net cost shown is calculated 
by taking 10 years so that in the case 
of participating companies the figures are 
not quite as low as they would be if 
15 or 20 year periods were taken. For 
non-participating companies the cost 
guaranteed. No other factors than 
cost are considered. 

Figures are also shown for 1921 giv- 
ing the estimated net cost five years ago. 
In the 1921 column, some companies are 
omitted because their policies were on 
a different basis than at present. 


is 


net 


Lowest Net Cost Companies 


Taking 32 companies in this table and 





| 


arriving at an average, it is found that 
it is $20.77 as against $22.40 in 1921. 
This is the average of a 10-year esti- 
mated cost and means that at age 35} 
ordinary life there has been a reduction 
of $1.63 per $1,000. The table shows | 


that the net cost on participating policies 
has been reduced more than non-partici- 
pating. In the 1926 column it will be 
noted that the Northwestern Mutual has 
the lowest net cost, Massachusetts Mu- 
tual second and the 


These illustrations, of course, are for | 
one age and one policy only. 
Since the influenza epidemic, which is 


the high water mark in mortality figures, 
there has been a general favorable mor- 
tality on the average which is contribut- 





Mutual Benefit third. | 


| 


ing greatly in reducing life insurance 
cost. These reductions have been passed | 
on mainly in dividends. The 1926} 


schedule promised more than any com- 
pany’s actual records shows. 


Metropolitan Policy Not Included 


\ 
| 


- : ; — 
The Metropolitan $5,000 special policy | 


is not shown in this table. 
of 10 years on the same plan and age it 
will show an average net cost of $17.65 
without considering the extra $25 divi- 
dends which are payable on policies 5, 10 
and 15 years old. If this extra dividend 





is figured in the calculation it redutes 
the estimated net cost to $16.15 per 
$1,000, 
The returns are: 
1926 1921 
Bette, BE. cccccasecs $19.34 _ 
Aetna, non-par. ......... . 19.71 $21.05 
American Central, non-par.. 22.78 22.78 
Bankers Life, Ia............ 21.73 21.73 
Columbian Natl. (end. 85) BE.GD ceces 
Conn. General, par. ..... 20.23 22.08 
Conn. General, non-par. 19.91 20.36 
Conn, Mutual ....cccccess 20.04 22.82 
Equitable, Ia., par. ........+- 18.94 21.65 
Equitable, Ia., non-par. ..... BELWE cs ces 
Equitable, N. Y. ..... ‘ 19.05 
Fidelity Mutual enbeeeonce 20.18 
Guardian, N. Y. ..... 19.83 
PEM, Te. Be scccecsces wes 20.25 
Jefferson Standard (end. 85) 21.85 
Jef. Stan., non-par. (end, 85) 21.57 
John Hancock ....... . 20.57 22.6 
Lincoln Natl. (end. 85)...... 22.41 22.41 
Massachusetts Mutual .... 18.62 20.79 
Metropolitan (end. 85)..... BO.B6 .coss 
Missouri State, par. .......- 22.3 22.68 
Mo. State, non-par. (end. 85) 21.68 ..... 
| Mutual Benefit ............- 18 89 20.84 
Memtwal, WW. FW. ccccccccces - 19.7 22.66 


For a period | 


MADE SALES -ES MANAGER | SHOW LARGE INCREASE 


ROY HEARTMAN IS ADVANCED | 


Was Outstanding Personal Producer and 
Active in Both Local and National | 
Associations 


Oliver C. Miller, president of the | 
Central Life of lowa, announces the ap- 
pointment of Roy H. Heartman as gen- 
eral sales manager. Mr. Heartman has 
an outstanding record of agency building 
and personal production. He is well 
known to the Central Life field staff, | 

| 
i 


having been in the service of the com- 
pany for a number of years as personal 





ROY H. HEARTMAN 


producer, general agent and supervisor 
Mr. Heartman first became associated 
with the Central in 1914 in Idaho and 
shortly afterwards became general agent 
of the Oskaloosa, Ia., district. 


Had Fine Record 


He was with the company until Janu- 
ary, 1918, when he became state man- 
ager for lowa for the Equitable Life of 
New York. He showed a very fine in- 
crease in business for that company, 
both in personal production and in the 


production for the entire state. Mr. 
Heartman has served as president of 
the Des Moines Association of Life Un- 


derwriters and as vice-president of the 


National Association of Life Underwrit 
ers and has been a member of the ex- 
ecutive committee of the National 
association for a number of years. 
1926 1921 

PEmtIOMME, Vhs occcccececceces 20.31 21.58 
New England Mutual....... 20.46 21.90 
New York Life........ co De 6a 
Northwestern Mutual 18.21 20.60 
N. W. National, Minn....... 20.51 22.85 
Pacific Mutual, par 19.97 23.14 
Pacific Mutual, non-par 20.79 21.60 
Penn Mutual : » 19.26 21.30 
Phoenix Mutual (end. 85) 19.83 22.50 
Provident Mutual 19.20 20.69 
Prudential . ‘ ° 19.37 21.03 
Reliance Life, par ‘ 22.40 

Rel. Life, non-par. (end. 85) 21.61 , 
State Life, Ind. ........ . 22.90 23.00 
State Mutual .........-. -. 20.12 22.61 
Travelers, non-par. ......+- 19.91 20.11 
Union Central ........60065 19.29 20.60 





IN MARCH BUSINESS 


Life Insurance Sales Research 


Bureau Issues Report for 
Quarter 


NEAR DECEMBER RECORD 


—D 


Companies Register Gain of 12 Percent 
Over Volume of Corresponding 
Month Last Year 


HARTFORD, The 
of life purchased in 
1e United States in March is well 
of the last 
according to figures issued by the 
Bureau. 


April 29. 
insurance 


amount 
ordinary 
ahead 
corresponding month year, 
Life 
Dur 


ing the month $790,669,000 of new busi- 


Insurance Sales Research 
ness was paid for by companies having 
in force 88 percent of the total life 
surance all the United States legal 
companies. 


in 
in 


reserve This is an increase 


of $87,675,000, or 12 percent, over. the 
sales of March, 1925. This figure in 
cludes the sales of ordinary life insur 


ance and not the sales of group or indus 
trial insurance. This is the highest rec 
ord made in any month with the excep 
tion of December, 1925, which is gen 
erally the highest in the year in the 
United States for life insurance sales, 
iccording to the bureau’s records. March 
sales are only 2 percent below the De 
cember figure. 


South Atlantic States Lend 


east south 
central shows a gain of 9 percent or 
more in sales over the record of a 
year ago. The highest gain made in auy 
of the nine geographical sections is 24 
percent in the south Atlantic states. 
This section comprises Delaware, Mary- 
land, District of Columbia, Virginia, 
West Virginia, North Carolina, South 
Carolina, Georgia and Florida. 

An excellent record was made in 
Florida this month. Sales totaled $12, 
73,000, the highest month on record 
with the exception of December, 1925, 
when sales totaled $14,980,000. The fol- 
lowing five states show gains of 30 per- 
cent or more in sales for March: Florida, 
102 percent; Maryland, 61 percent; New 
Hampshire, 41 percent; District of 
Columbia, 37 percent; North Dakota, 30 
percent; and Oregon, 30 percent. 


Every section except the 


Increase for First Quarter 


In the three months of this year sales 
averaged 7 percent higher than the 
sales in the same period of last year. 
Sales amounted to $2,004,083,000, an in- 
crease of $129,693,000 over the sales in 
the corresponding period of last year 
All sections shared in the general gain. 
The increases range from 1 percent in 
the east south central section to 17 per- 
cent in the south Atlantic section, Sales 
in Florida, with an incre of 94 per 
cent, show the greatest of the state gains 
for the first quarter. 

In Canada 16 percent more ordinary 


(CONTINUED ON NEXT PAGE) 
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RUSSIAN CLAIM ACT UP 


—_———— 


COURT TO DECIDE ON BILLS 





New York Tribunal Will Rule as to 
Constitutionality of Insurance and 
Bank Claim Measures 





NEW YORK, April 29.—The New 
York State Supreme Court will soon 
pass upon the constitutionality of two 
acts passed at Albany this session, the 
one known as the Russian insurance 
claim act andthe other as the bank 
claim act. The former suspends litiga- 
tion in the state over all claims whether 
by Russian insurance companies or the 
estates of insured individuals against 
American companies under policies pay- 
able in rubles until thirty days after the 
de jure recognition of Russia. Counsel 
for Russian claimants point out that the 
law does not stop the operation of the 
statute of limitations and therefore suits 
will be instituted as formerly wherever 
the statute applies. But the insurance 
superintendent or any private defendant 
may at any time before or after judg- 
ment apply for an order to stay further 
proceedings until thirty days after rec- 
ognition of the Soviet. 

In the case of Sliosberg vs. the New 
York Life the constitutionality of the 
insurance claims act will be argued be- 
fore the appellate division of the su- 
preme court on May 27, while the bank 
claims act will come before the court in 
a day or two unless the motion is passed 
or disposed of by consent. Impairment 
of contract is the*legal basis of each 
case. The Russian claims act was pri- 
marily intended to give the same protec- 
tion to American bank and trust com- 
panies as was given American insurance 
companies. These two acts are generally 
upheld because they afford American 
companies a hope but not a certainty 
of recovering funds and assets confis- 
cated by the Soviet. 


MARCH SHOWS BIG INCREASE 
(CONT’D FROM PRECEDING PAGE) 
life insurance was purchased in .March 
than in March, 1925, or $40,483,000 of 
new business paid for by the reporting 
companies, which have in force 84 per- 
cent of the: outstanding business in 
Canada. This is the highest record ever 
made in any month with the exception 
of June and December, 1925, and March 
sales are only 4 percent and 3 percent 
respectively below these months. Every 
province shares in the general gain. 
British Columbia and Saskatchewan 
lead, each showing a 22 percent gain. 
Ontario and Quebec, the two most im- 
portant provinces, have increases of 18 
and 14 percent. In the first three 
months of the year sales are $14,597,000 
ahead of the sales in the corresponding 
period of last year, or a 15 percent in- 
crease. Saskatchewan leads in the gain 

with a 29 percent increase. 


PREDICT RECORD ATTENDANCE 


Reports Received by Philadelphia Com- 
mittee Show Much Interest in 
Atlantic City Convention 


PHILADELPHIA, April 29.—Con- 
fidently predicting an attendance doub- 
jing that of any previous international 
convention of life underwriters, the com- 
mittee on attendance and registration 
for the Atlantic City conclave met here 
to augment and perfect plans already 
under way to bring about this end. 
Frederick G. Woodworth of the’ John 
Hancock, chairman of the committee, 
and Jack Berlet, Guardian Life, chair- 
man of publicity, presented letters from 
distant associations showing their en- 
thusiasm over the convention and told 
of special cars chartered by far west 
associations. Canadian life underwriters 
will be there several hundred strong. 
In all likelihood Philadelphia and New 
York will send 1,000 delegates in special 
trains. 





BIG ILLINOIS MEETING 


FIRST ANNUAL CONVENTION 





State Association of Life Underwriters 
Had Very Successful Gathering 
at Peoria Last Week 





Nearly 300 were in attendance and 
each of the 12 cities having local mem- 
ber associations was represented in the 
first annual meeting of the Illinois As- 
sociation of Life Underwriters, held 
April 23 in Peoria. A business ses- 
sion, for, delegates only, was held at 
10:30. Chester O. Fischer, the first 
president of the association, presided 
and included in his report a statement 
of the reasons leading up to the organi- 





B, F. MeCLELLAND 
New President Illinois Association 


zation of the state body in Springfield 
last December, and reviewed some of 
its accomplishments. He stated that it 
is already one of the largest associa- 
tions of its kind in the country and 
might become the largest if local asso- 
ciations can be organized in several 
other points in the state not now repre- 
sented. 


Frank L. Jones Speaks 


Frank L. Jones, president of the Na- 
tional association, then discussed some 
of the possibilities of inter-association 
service and legislative benefits that 
might be secured by the Illinois associ- 
ation. He complimented it on the rapid 
progress it has already made and on 
the large number of delegates present. 

Friendly rivalry was shown by a num- 
ber of cities in trying to win the next 
annual meeting. Invitations were re- 
ceived from the Springfield, Decatur, 
Bloomington, Rockford and Vermillion 
County associations. Decatur won on 
second ballot and plans were made to 
hold a special meeting in Rockford this 
fall in order to assist the local associa- 
tions in that part of the state. 


MecClelland New President 


The following officers were elected: 
President, Benjamin F. McClelland, 
Rockford, general agent Continental 
Assurance and president Rockford asso- 
ciation; vice-president, Chester O. 
Fischer, Peoria, general agent Massa- 
chusetts Mutual and president Life Un- 
derwriters Association of Peoria; C. A. 
Atwood, Urbana, general agent Provi- 
dent Mutual; secretary-treasurer, Clin- 
ton F. Criswell, Chicago, managing 
director of the Chicago association. 

After the business meeting the dele- 
gates joined with the Peoria association 
in a meeting at which nearly 300 were 
present. Chester O. Fischer presided, 


and interest was added to the program 
by some snappy entertainment features 





put on by F. D. Crawshaw. Following 





FINE RECORDS SHOWN 


EQUITABLE OF IOWA LEADERS 
More Than 100 Club Members Will 
Attend Annual Convention to Be 
Held in Chicago in July 





More than 135 agents, general agents 
and agency managers of the Equitable 
Life of Iowa will attend the company’s 
convention to be held July 28-30 at the 
Edgewater Beach Hotel, Chicago, ac- 
cording to the list of the company’s pro- 
duction club membership recently an- 
nounced. 

Twenty-four agents are members of 
the Twenty-a-Month Club, eighty-nine 
agents qualified for a Ten-a-Month Club 
and twenty-four agencies are members 
of the Organization Club by virtue of 
their success in organization work in 
1925. 

Six agents had perfect records in 
1925 in renewal of first year business. 
Each of these men, who qualified for 
membership in the honorary production 
clubs of the company for the year. re- 
newed 100 percent of their 1924 policies 


in 1925: C. J. Boex, Cincinnati; J. 
Elwell, Des Moines: Harwood, 
Des Moines; C. E. Lauman, Toledo; 


W. Teplansky, Canton, and E. A. Water- 
bury, Decorah, Ia. 

Sixteen agents renewed 95 percent or 
more of their policies which had been 
written in 1924 and 42 agents renewed 
90 percent or more of their 1924 policies 
in 1925. 

The leading agencies in persistency of 
1924 business renewed in 1925, classified 
according to volume of business issued in 
1925, as are follows: Class “A,” J. B, 
Moorman, general agent, Cincinnati; 
Class “B,” Thos. Hughes, agency man- 
ager, Erie, Pa.; Class “C,” E. A. Water- 
bury, district agent, Decorah, Iowa. 











an address of welcome by Dr. C. G. 
Farnum, president of the Peoria Asso- 
ciation of Commerce, President Frank 
L. Jones of the National Association 
spoke on “Some Social Aspects of Life 
Insurance.” 


No Honest Effert Ever Lost 


men,” he said, “are 
now considered the index of business 
and national prosperity. No honest ef- 
fort is ever lost on the part of the 
trained life underwriter. The instinctive 
desire of every man to own a home and 
to educate his child can be used to get 
him to insure his life. Hundreds of 
thousands of children today are having 


“Life insurance 


their education absolutely guaranteed 
by life insurance.” 
President Jones stressed the great 


contribution that is being made by life 
insurance to the relief of the poor, and 
said that he believed that some of the 
greatest possibilities in the business will 
ke found in getting over to the public 
the idea that life insurance creates prin- 
cipal out of interest. 


Will Issue Certificates 


Mr. Jones stated that a certificate of 
professional standing will be issued by 
the National association. Announce- 
ment will soon be made of the condi- 
tions necessary to receive it, but they 
will undoubtedly include: A consider- 
able amount of experience or education 
in the science and uses of life insur- 
ance; unanimous recommendation by 
the association to which the candidate 
belongs: recommendation by the high- 
est agency official of the candidate’s 
company. The value of such a certifi- 
cate of a life underwriter’s competency 
and desire to render unselfish service is 
apparent. 

Judge Charles J. Orbison of India- 
napolis gave his famous lecture on “The 
Gospel of Life Insurance,” which was 
declared by many to be a most eloquent 
argument why the basis of every estate 
should be life insurance. 





W. H. HUNT ATTACKED 





ILLEGAL PAYMENTS CHARGEp 





M. F. Mooney, Formerly Counsel fo, 
the Cleveland Life, Seeks Recovery 
of Alleged Sums 





CLEVELAND, April 28.—Attorne, 

. F. Mooney, for many years counsel 
for the Cleveland Life, Saturday brought 
a stockholders’ action for the recovery 
of $87,949 which he claims was wrong. 
fully paid to President W. H. Hunt by 
the directors. The petition in Mr; 
Mooney’s action states that in addition 
to his salary of $20,000 he drew a bonus 
of $25,000, a $9,000 annual account 
charged to the company’s renewal ac- 
count and that $17,949 of the company’s 
money was spent on his personally 
owned real. estate. 


Adams Defends Payments 


On the other hand, Charles E. Adams, 
vice-president, insists that all of the 
money received by President Hunt was 
specifically approved by the executive 
committee. Furthermore, it is declared 
by Vice-president Adams that all the 
amounts mentioned in the suit were 
withdrawn while Mr. Mooney was a di- 
rector and no criticisms were made until 
after he was dropped from the board. 

Vice-president Adams said: “TI have 
been a director of the company for many 
years and believe the company to be in 
splendid financial condition. All of us 
who have been connected with the com- 
pany appreciate that its remarkable suc- 
cess is largely due to the ability exhibited 
and sacrifice made by Mr. Hunt. 


Approved by Executive Committee 


“Mr. Mooney was a director of the 
company for 17 years and for many years 
its general counsel. He did not resign 
but he was not re-elected director in 
January. 1925. The acts now criticised 
by Mr. Mooney all took place during the 
time he was a director, and during this 
period he always seemed to be not only 
satisfied but pleased with the manner 
in which the company was managed 
Every dollar drawn by Mr. Hunt has 
been specifically approved by the ex- 
ecutive committee of the company. 

“Mr. Mooney did not begin to criticise 
until after he was dropped from the 
board: and, pursuant to certain demands 
made by him, the board employed coun- 
sel and certain stockholders also em- 
ployed counsel and all of these attorneys 
have advised the board that in their judg- 
ment Mr. Mooney has no just ground 
for complaint. The board of directors 
at a recent meeting considered all of 
these matters, and, by unanimous vote, 
expressed its entire confidence in Mr. 
Hunt. For certain legal reasons the 
demands of Mr. Mooney were referred 
to stockholders of the company, and a 
special meeting has been called.” 

Hunt Makes Statement 

President Hunt comments on the !s- 
sue as follows: 

“Both the board of directors and 
stockholders in the meetings which 
have just been held, have overwhelm- 
ingly approved the establishment and 
maintainance of the company’s club- 
house at Independence, Ohio, regarding 
it as one of the most, helpful and profit- 
able features of the company’s admin- 
istrative policies. M. P. Mooney owns 
about one half of 1 percent of the stock 
and the payments made to me now be- 
ing criticized by him were all made 
while he was a director and general 
counsel. He never objected to them 
or to the manner in which the clubhouse 
was being overated until he failed 0! 
reelection. It was recognized by 2! 
that for years I made many sacrifices to 
aid the company and I am_ naturally 
pleased that the board and the stock- 
holders should by an ‘overwhelming 
vote ratify and approve all payments 
made to me and declare that the splen- 
did condition of the company is largely 
due to my efforts.” 
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KEEN INT NTEREST IN 
THE TAX DECISION 


Underwriters Hope That New 
York Life Will Ask for a 
Rehearing 





DIFFER ON WORD MEANING 


Construction of “Reserve Funds” to 
Mean “Legal Reserve Funds” Is 
Doubted by Some 


Insurance has always been at a dis- 
advantage in court. Courts and juries 
lean to the view that when a man pays 
his money he should recover for his 
loss and there is not much sympathy 
for policy clauses that affect the right 
of recovery. In one way this is not 
unjust. The policies are sold pretty 
much on the views held by courts and 
juries, which merely accept the popular 
view. The risk of misunderstanding of 
the contract may be said to be one of 
the risks insured against. 


Tax Law Purely Technical 


In tax cases, however, there can be 
no question of construing clauses or 
provisions against one side or the other. 
There are no waivers chargeable to 
either side. A tax law is a pure tech- 
nicality from beginning to end, and is 
so recognized in all rules of interpreta- 
tion. If a tax is technically payable 
there is no help for it. On the other 
hand, no evidence of legislative intent 
can subject anyone to a tax that is not 
explicitly within the language of the 
taxing law. 


All Companies Affected 


Underwriters cannot help but feel that 
in the tax case just decided against the 
New York Life by the United States 
Supreme Court, insurance has suffered, 
not from prejudice, but from a differ- 
ent understanding of insurance laws than 
that held in insurance circles. All com- 
panies, of course, are affected by the 
decision just the same as the New York 
Life, or at least all participating com- 
panies, and the nonparticipating compa- 
nies in part. 


Admit Technical Censtruction 


Reading the opinion, underwriters can 
see’ where the techhical rule of con- 
struction in tax cases no doubt required 
a decision against the company on some 
ot the points involved. For instance, 
on dividends apportioned to deferred dis- 
tribution policies the intent of the law 
seems reasonably clear, but the language 
forbids the deduction from income be- 
cause the apportionment was not to in- 
dividual policyholders. Those drafting 
the law may have intended to exclude 
from the deductions only what is com- 
monly known as unapportioned surplus, 
but the language adopted requires ap- 
portionment to individuals, and even in- 
surance men may admit that no other 
strictly technical ruling was possible, al- 
though a meticulous reading of the tax 
act permits a doubt. 


See Popular Misconceptions 


On other points insurance men feel 
that popular misconceptions may have 
been carried into the case, not in the 
way of prejudice, but in the understand- 
ing of the issues involved. This is par- 
ticularly true of the disallowance of the 
crease in “present value of future pre— 
miums waived on account of total and 
permanent disability,’ ” and the disallow- 
ance of the increase in the Nylic reserve. 

Reserve Declared Technical Term 

The Supreme Court seemed to be 
guided by its view of the meaning of 


the words “reserve funds” and “re- 
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MERGER IS PROPOSED 





UNITE CALDWELL COMPANIES 





Consolidation of Cotton States and 
North American National to Be 
Taken Up Near Future 





Consolidation of the Cotton States 
Life and the North American Na- 
tional Life, both members of the so- 
called Caldwell group, the majority 
stock being controlled by Rogers Cald- 
well, president of Caldwell & Co., is 
to be discussed at meeting of stock- 
holders of the two companies in the 
near future. 

Stockholders of the Cotton States 
Life are to hold a special meeting May 
4, at which the consolidation plan is to 
be taken up. Notices for this meeting 
were mailed out Monday. Directors ot 
the North American National Life are 
to meet late this week, it is understood, 
to consider authorizing a special meet- 
ing of stockholders at which details will 
be discussed. 

Tentative plans for the consolidation, 
after being worked out. at these meet- 
ings, will be submitted to the insurance 
commissioners for approval. 

Control of the Cotton States Life, 
formerly of Memphis, was acquired by 
Caldwell & Co. about two years ago. 
Control of the North American National 
Life of Omaha, was obtained last fall. 


quired - law.” It may be said the 
court does not accept the view taken 
by insurance men, but that insurance 
men still contend for the correctness of 
their view. 

Although old line insurance is known 
as the legal reserve system, it is hard 
to find the word “reserve” in the so- 
called legal reserve laws. It is hard 
to find in the legal reserve laws the 
basis for the court’s opinion that “re- 
serve” is a technical word and means 
policy reserve. 

Assertion Not Convincing 


“Legal reserve” may be acknowledged 
as a technical term, but that is not the 
term used in the tax act, which speaks 
only of “reserve funds.” In view of 
the innumerable “reserve funds” not only 
in insurance but in all corporate ac- 
counting, the assertion of a_ technical 
meaning for that term as used in the 
tax act is not convincing. 

To insurance men the distinction be- 
tween reserve funds required by law and 
those not required by law is clear. In 
fact, the term “voluntary reserve” is 
often used by both companies and in- 
surance departments to designate funds 
set aside above the requirements of the 
law. 

What Is “Required by Law” 


Any reserve that represents an actual 
liability is one “required by law,” be- 
cause the insurance laws require com- 
panies to have assets equal to or in ex- 
cess of their liabilities. A reserve is a 
mere determination of a liability by the 
best possible method. The “legal re- 
serve” in a life company is merely 
one for which the law prescribes the 
method of determination, but does not 
differ from other reserves in being 
“required.” Yet “legal reserve” is evi- 
dently what the court thinks is meant by 
“reserve funds.” 


Unable to Follow Court 


Thus insurance men are unable to fol- 
low the court in its distinction between 
reserves required by law and those re- 
quired by the insurance superintendent. 
The court may decide that the reserve 
does not represent an actual liability, 
and therefore reject it, on that ground 
only, but it seems unimportant whether 
the reserve is set up by the company’s 
voluntary practice or by the suggestion 
of the insurance department. 

The rejection of the increase in “Ny- 
lic” reserve affects other companies than 
the New York Life, because the prin- 








F RATERNAL'S CHANGE 


IS AUTHORIZED 
Woodmen of the World Will Adopt 
Mutual Legal Reserve Plan, 
According to Report 


NEW BASIS 


OMAHA, NEB., April 29.—W. A. 
Fraser, sovereign commander of the 
Woodmen of the World, one of the large 
fraternal organizations, has announced 
that the directors have authorized a 
change to a mutual, legal reserve basis. 
Rumors that Mr. Fraser.was working to 
secure this consent had been rife for 
some time. A group of actuaries has 
been working on the books for several 
months and until their report has been 
made to him no announcement will be 
made of the form adopted. 

The Woodmen of the World com- 
menced business in 1890. Its statement 
for Dec. 31, 1924, showed total insur- 
ance in force of $623,185,743, with total 
admitted assets of $67,665,402. The in- 
surance written in 1924 was $63,061,184. 
Total income in 1924 was $15,341,222 and 
total disbursements $8,933,676. The so- 


ciety was authorized in Colorado, Idaho, 
Massachusetts, Montana, Nevada, Utah, 
Vermont and Wyoming. 

The society recently sold its 18-story 


home office building in Omaha and is 
contemplating moving to another city. 
Mr. Fraser says that a vote of the mem- 
bers will be required to change the head- 
quarters. A committee has been ap- 
pointed to consider various cities for the 
future home of the society. 


ciple announced applies to all deferred 


obligations outside the policy contracts. ; 


Time Disposés of Problem 


The apportionment of deferred divi 
dends will not apply to many companies 
because most accumulation periods have 
now expired. Of course, large sums are 
involved because the test case was on 
the law of 1913 and the tax on that 
year’s income, and the accumulation pe- 
riods ran far beyond 1913. The actual 
payment of the dividends at the end of 
the accumulation periods has brought 
the credits into later years, so that the 
technical construction of the act prob- 
ably has caused no considerable loss to 
the company. 


Differ on Disability Clause 


The refusal to allow the deduction for 
policies becoming paid up by operation 
of the disability clause is the most seri- 
ous point in the recent decision, both for 
amount of money and number of com- 
panies affected. It is to be hoped the 
New York Life will not give up without 
an attempt for a rehearing. The reserve 
under this heading is not only required 
by law but comes within the court's 
own technical definition of the term 
“reserve” in the act as meaning policy 
reserve. 


Reasoning of Court Regrettable 


The decision against reserve for un- 
reported death claims as an allowable 
deduction is perhaps of no great im- 
portance. Seemingly it merely defers 
the credit to the succeeding year, yet 
the reasoning of the court again seems 
regrettable. This reserve is another re- 
quired by the insurance department. If 
it represents a liability it is unques- 
tionably required by law, fundamentally, 
and not merely by the department. [If it 
does not represent a liability, that should 
be the ground for disallowing it. 

Holding that “reserve funds” as used 
in the act has a technical meaning, and 
that the meaning is what insurance men 
understand by “legal reserve,” seems to 
them like writing the word “legal” into 
the tax law by judicial construction. 
It would be hard to find a word of more 
common and less technical use than “re- 
serve” when not qualified by the word 
“legal.” 


| FIELD MEN OPPOSED 


TO MERGER SCHEMES 


Declare That the Agency Organ- 
izations Are Upset by Profes- 
sional Brokers 


DEVIOUS METHODS USED 


Fear Is Frequently Thrown Into Stock- 
holders of Companies That Are 
Running Along Nicely 

LOUISVILLE, April 29. 
regarding the proposed $10,000,000 syn- 
dicate to buy up and merge the smaller 
and medium sized western and southern 


—Discussion 


among general 
that they 
involved in 


life companies agents 


here indicates frown on the 


genéral idea such mergers 


as being repugnant to field men. 


Although the so-called “weak sister” 
companies are sometimes brought to- 
gether, strengthened and made into 


stronger multiple unit companies, with a 
reduction of overhead operating costs, 
salaries, duplication of energy system, 
etc., under the general methods of brok- 
ers in bringing companies into mergers, 
more money is paid for weak concerns 
than they are worth, and not as much 
paid for concerns which are going along 
nicely, if left alone, would prosper. 


Some 


One man who has been connected 
with a great many deals in which com- 
panies were merged, or purchased, held 
that there is frequently a lot of money 
paid out in commissions of one sort or 
another, to men who engineer such deals, 
and use devious methods in forcing their 
demands. He stated that where the 
president or officers of a good small 
company did not wish to sell, and there- 
by lose their jobs, it was sometimes a 
practice of the brokers to go to large 
stockholders, bankers, etc., and stir up 
trouble, especially financial trouble, re 
ceivership arguments, or carry trivial 
things to the state insurance commis 
sioner in an effort to force officers to 
sell whether they desired to or not. 


Strong Arm Methods Used 


Organization Is Disturbed 


In some of these deals the stockhold 
ers are not well taken care of; some ei 
ficient and hardworking officers are 
thrown out, and agents who have worked 
hard and faithfully, in building up a 
business, also lose out and have to make 
fresh connections. The brokers who en- 
gineer some of these deals are not inter- 
ested in the future of the merged institu- 
tion but merely in the brokerage on buy- 
ing up the companies, it being nothing 
to them whether the deal is a good one 
or not, whether it will improve the in- 
surance, aid the weaker sisters, or 
weaken some good companies. 

A lot of small companies if just left 
alone will work out well, but they are 
constantly fighting business intrigue, and 
schemers, who are anxious to make a 
fee on the business taken over. 

Not Able to Block Deals 


Some fairly smart insurance men have 
formed small companies, which while 
doing well, were like most new and small 
companies on a short financial string. 
The men who have organized these 
companies and worked hard to get them 
started, generally have not any large 
amount of money in them, and it is not 
easy for the officers to hold control if 
“blackjack” methods, such as calling 
bank loans, are used, or working up in- 
formation that is distorted to indicate 
that the officers are mismanaging the 
companies. 

As soon as a company becomes of 
value there are a lot of greedy vultures 

(CONTINUED ON NEXT PAGE) 
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ARNETT IS IN CHARGE 


TO DIRECT INTER-SOUTHERN 





Has Resigned as Vice-President and 
Head of the Agency Department 
of Continental Life 





7 

LOUISVILLE, KY., April 29.—C. 
G. Arnett, new vice-president of Cald- 
well & Co., Nashville, and in charge of 
that company’s insurance interests, has 
recently arrived in Louisville, where he 
is now busy in getting things lined up, 
with the idea of starting a campaign for 
business and stimulating the present 
agency organization and enlarging the 
general scope of the business. 

Mr. Arnett, other than to state that he 
was working on plans for materially im- 
proving the company and increasing its 
business volume, was rather reticent to 
discuss his personal connection with it. 
He stated that premature reports had 
slipped into the press, in which he had 
been characterized as director in charge, 
vice-president in charge, etc., but that 
until after the meeting of the Inter- 
Southern Life board of directors there 
wasn’t much to be said regarding his 
connection, which would be announced 
after that meeting. 

Will Be in Authority 


It is understood that Mr. Arnett has 
been given or will be given absolute 
authority in connection with operation 
of the Inter-Southern. Caldwell & Co., 
who just recently secured control of the 
company, plan to rehabilitate it, put it 
on a high plane, and go after business 
with a real organization, making a hard 
drive to increase business on its books. 
Improving and enlarging the agency or- 
ganization will be one of the first things 
developed. 

In addition to directing the company 
here it is understood that Mr. Arnett 








will be called upon by the Caldwell in- 
terests to coordinate the work of the 
other companies in the Caldwell group, 
including the Missouri State Life of St. 
Louis, North American National Life of 
Omaha, now of Nashville, and Cotton 





Cc. G. ARNETT 


Becomes Managing Director of 
Inter-Southern Life 


States Life of Nashville, formerly of 
Memphis. 


Has Been With Continental 


For the past two years Mr. Arnett 
has been vice-president and agency di- 
rector of the Continental Life of St. 
Louis, during which time that company 
has shown an increase of more than 50 
percent as compared with the previous 
years. He had previously been with the 
New York Life in Georgia. Mr. Arnett 
has had a long career in the life insur- 





ance business, as agent, general agent, 
supervisor of agents, superintendent and 
agency director, and vice-president in 
charge of the agency organization, and 
has shown a steady advancement and 
success as a life insurance man, which 
has stamped him as a real developer. 
Mr. Arnett spent about 10 years with 
the Missouri State Life, rising to super- 
intendent of agents. 


Marked Ability Is Shown 


Mr. Arnett has shown a marked abil- 
ity to develop business producers, and 
feels that in coming to Louisville to take 
charge of a good company with a good 
future ahead of it, he will be in a posi- 
tion to develop it rapidly. The company 
now has between $106,000,000 and $110,- 
000,000 of business in force. With the 
company on a sound financial basis as a 
result of Caldwell & Co. rehabilitating 
it, future growth should be quite rapid. 

Mr. Arnett had been with the Conti- 
nental for about 18 months. Before 
connecting with the Missouri State Life 
he was associated with the Lorick & 
Arnett general agency of Augusta, Ga., 
and the old Empire Life of that city. He 
also served as an agent for the New 
York Life. 


FIELD MEN ARE OPPOSED 
TO MERGER SCHEMES 
(CONT'D FROM PRECEDING PAGE) 


sitting about who are anxious to under- 
mine, bring charges of some sort, and 
either force sale or wreck a company, it 
making no difference. to them what 
methods are used so that they are legal. 
It is easy to hammer stocks down, scare 
big stockholders, and force a controlling 
interest to accept a proposition, through 
nothing more than nervousness or fear. 
Officials of companies which are on their 
last legs are willing enough to sell, but 
officials of good companies want their 
jobs and are not willing to sell, which 
means that unless pressure is used there 
isn’t much of real value available for 
mergers. 





REGIONAL GATHERINGS 


BANKERS OF IOWA MEETINGs 


Home Office Officials Have Series of 
One Day Meetings at Important 
Centers 





President Gerard S. Nollen of the 
3ankers Life of Iowa is travelling acrogsg 
the continent from one district to ay 
other, holding one day schools of jy 
struction for the Bankers Life field 
force. 

One hundred salesmen from the states 
along the Atlantic seaboard welcomed 
President Nollen at Washington, D. C. 
April 19. Forty-eight of those present 
were salesmen who had never before at- 
tended one of the schools. W. W,. 
Jaeger, vice-president and director of 
agencies, and B. N. Mills, assistant 
secretary and advertising manager, par- 
ticipated in the Washington school. 

Cleveland Meeting 


From Washington, Mr. Nollen, Mr, 
Jaeger and Mr. Mills traveled to Cleve- 
land, where on April 21 another school 
was held with an attendance of more 
than 100 from Ohio and surrounding 
states. 

The home office officials were in In- 
dianapoiis April 22 and in Minneapolis 
April 24. Schools held in both of these 
cities proved a repetition of those at 
Washington and Cleveland. The In- 
dianapolis school set a high mark in 
attendance with more than 200 present. 

President Nollen’s next one-day school 
will be at Fort Dodge, April 30, after 
which he will conduct similar schools in 
Kansas City, Fort Worth, Los Angeles, 
Seattle and Helena. 


Dr. T. E. Cranfill, 71, veteran life in- 
surance man at Dallas, Tex., died there 
last week. 











GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
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INDIANA— 


obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 


OHIO— 


Seymour Lima 
New Albany Toledo 
Terre Haute Dayton 
LaPorte Cleveland 
Michigan City Springfield 
ILLINOIS— IOWA — 
Peoria Waterloo 
ee Meer — Bad 
ringfiel ioux City 
Siastadbese Council Bluffs 
Rockford Dubuque 


For further information communicate with 


A. O. Hughes, Vice-President in charge of Agencies 


Farmers National Life Insurance Company 


OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 


MICHIGAN— 
Calumet 
St. Joseph 
Kalamazoo 


Marquette 
Jackson 
MISSOURI— 

Joplin 
St. Joseph 
Cape Gi 


Jefferson City 
Moberly 
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m= —The LITTLE GEM LIFE CHART 








Wa “ 

ios O. J. 

re Boyer, 
~ formerly 

| a banker, 
a now a full 


more 


vg time agent for 

rl the Mutual Life of 

: New York at Farm- 

ee ington, lowa, says 

it all and says it com- 
pletely when he writes 
his manager regarding 
the Little Gem Life Chart: 


IT IS A GREAT BIG LITTLE BOOK! 


42,000 users of the Little Gem 
for this year will agree with him. 





672 pages, vest pocket size, $2.00 per copy 











FOR SALE BY 


The National Underwriter Co. 


1362 Insurance Exchange Building 
Chicago, Illinois 


420 East Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 
307 Iowa National Bank Bidg., Des Moines 
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Facts in the Case 


Continental Congress Adopted a resolution 
Declaring for Independence July 2, 1776. 


Declaration of Independence unanimously 
and formally adopted by Congress and signed 
by the President, John Hancock of Massachu- 
setts, July 4. 


Declaration Engrossed on Parchment and 
presented to Congress August 2. John Hancock 
again affixed his now famous signature and de- 
clared, ‘‘I write so that George the Third may 
read without his spectacles."’ Forty-nine others 
then signed, and later the entire fifty-six who 
adopted the Declaration. 


The Original Parchment Copy thus signed is 
preserved under wax and glass in the Library of 
Congress at Washington, D. C., where “‘All Na- 
tions may behold it and Time shall not efface it.” 


The John Hancock 
Mutual, so far as 
known, is the only 
source from which 
any American citizen 
can obtain free a true 
facsimile of the Dec- 
laration of Indepen- 
dence. 





Lire INSURANCE COMPANY 


oF BOSTON, MASSACHUSETTS 


INQUIRY BUREAU, 197 CLARENDON ST., BOSTON, MASS. 
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TO OPPORTUNITY 





THE DOORWAY 





Four Points to Remember 
about 


NORTHWESTERN 
NATIONAL 


These four points in Northwestern 
National Service indicate that no 
stone is left unturned to offer agents 
every convenience that modern life 
insurance affords. 


1. Salary Savings 

2. Non-medical 

3. Substandard Service 
4. Group Insurance 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
MINNEAPOLIS 
O. J. Arnold, President 


Insurance Written 
in 1925 
$42,221,166 


Insurance in Force 
Dec. 31, 1925 
$212,399,980 








NON-CAN QUESTIONS UP 





MANAGERS MEET IN BOSTON 





Massachusetts Accident Has 60 in At- 


tendance at Second Annual Confer- 
ence Held at the Home Office 





BOSTON, April 28.—The second an- 
nual conference on non-cancellable by 
the Non-Cancellable Club of the Massa- 
chusetts Accident brought some 60 gen- 
eral agents and managers to the home 


office. 

President G. Leonard McNeill was un- 
able to attend but prepared an address 
which was read by his son, Chester Mc- 
Neill. He emphasized the importance 
of the two weeks’ elimination period 
and the absence of an accidental death 
benefit from the non-cancellable form, as 
making the policy a more normal one 
and as presenting an easier underwriting 
proposition. 


Doubtful About Death Benefit 


“T have never been enthusiastically in 
favor of the accidental death benefit,” 
said President McNeill, “believing that 
that should be provided by life insur- 
ance and I could never understand why 
a man’s family should not have the same 
protection whether he died a natural or 
an unnatural death; neither could I un- 
derstand why a double amount should 
be paid if death were due to a railroad 
accident, to a burning building, etc.” 

President McNeill admitted that “the 
name ‘non-cancellable’ is not an ideal 
designation on account of its negative 
character and because the average per- 
sor does not appreciate its significance. 
The fact that you gentlemen have been 
successful in handling this policy proves 
that you have found means of present- 
ing the proposition in a way to attract 
favorable consideration which goes to 
show that an article having real value 


Urge Care in Selection 


Frederick F. Moore, manager of the 
commercial department, presided at the 
business sessions. He spoke at some 
length on the need of exercising more 
care in the selection of risks and the 
making of more complete reports on 
prospects to the home office. Criticism 
was made of medical examinations in 
that some physicians examined disabil- 
ity prospects more from a life insurance 
angle than that of accident or disability 
insurance. A case was cited of an ap- 
plication for non-cancellable from a man 
who reported a “scalp wound” which 
had healed in two days. Suspicion in 
the home office, followed by more care- 
ful investigation, revealed that the man 
had suffered a fractured skull from the 
effects of a sign falling upon him, yet 
the case had passed the agent and the 
medical examiner. 

There was considerable discussion of 
the feasibility of asking agents to fill 
out detailed questionnaires for each ap- 
plicant but considerable opposition de- 
veloped, as it was felt that an agent who 
wished to deceive could as well “fix” his 
questionnaire as misrepresent in other 
ways, and the questionaire was deemed 
unnecessary. 


Reserve Methods Discussed 


Mr. Moore also defended the Massa- 
chusetts Accident method of maintaining 
the reserves set up against risks in the 
reserve fund after policies had expired, 
rather than throwing the reserve into 
surplus. He declared the present form 
of statement blank used by insurance 
departments in getting at the standing 
of accident and disability companies was 
inadequate to show properly the position 
of the company. He had been able to 
get the commissioners to make two im- 
portant changes and was hopeful that 
the time would soon come when the 
commissioners would see that the ordi- 


MAKE TOUR OF FIELp 


PRUDENTIAL MEN ON TR>p 





President E. D. Duffield and Some Ags. 
ciate Officers Are Meeting Agents 
in Number of Cities 





A tour of the Prudential’s field, whic) 
will include Davenport and Des Moines 
Ia., Omaha, Colorado Springs and In. 
dianapolis, is being made by Presiden 
Edward D. Duffield and several of bjs 
associates from the home office. ‘ 

Meetings are to be held which will be 
attended by Prudential representatives 
in those cities and many others from 
adjacent territory. Mr. Duffield plans to 
return to Newark in about two weeks. 

The first meeting was held April 27 a 
Davenport, where the field staff from 
Moline, Ill., were included with the local 
representatives. 

At Des Moines the gathering included 
representatives from that city, Ottumwa 
and Waterloo. The Omaha meeting on 
April 29 was opened to the staffs from 
Omaha, Lincoln and Sioux City, while 
those from Denver, Pueblo, Colorado 
Springs and Salt Lake City will attend 
the conference at Colorado Springs. Re- 
turning east Mr. Duffield will reach In- 
dianapolis for the meeting there on 
May 7. 

Accompanying the Prudential presi- 
dent on the trip as far as Colorado 
Springs will be Franklin D’Olier, vice- 
president in charge of administration; 
George W. Munsick, vice-president in 
charge of agencies; John P. Mackin, 
assistant secretary, and Edward S. An- 
drews, supervisor of field instruction, 
After the meeting in Colorado Mr. Mun- 
sick will return to the home office and 
Mr. Mackin will proceed to the Pacific 
coast. At Indianapolis President Duf- 
field, Vice-President D’Olier and Super- 
visor Andrews will be met by Assistant 
Secretary W. R. Konow and Division 
Manager T. H. Girtanner, who will par- 
ticipate in the meeting there. 


Carry Case to Highest Court 


A case involving a $10,000 life policy 
with double indemnity, which was re- 
cently decided in the United States cir- 
cuit court of appeals against the com- 
pany, is being appealed to the United 
States Supreme Court. Dr. George F. 
Dodge of Athol, Mass., died in a Balti- 
more hospital during a tonsillar opera- 
tion. He passed away unexpectedly 
when novocaine was administered. It 
was claimed that his death resulted 
from accidental means because he hap- 
pened to have an idiosyncracy for this 
particular drug. The company resisted 
payment of the extra $10,000, contend- 
ing that death did not come within 
range of an accident. 


St. George Seeks Damages 


An echo from the long continued fight 
in the Public Life of Chicago is seen in 
the damage suit filed by Maximilian J. 
St. George, who was formerly attorney 
and general manager of the company, 
against Louis Narowetz, the present head 
of the company. Mr. St. George charges 
that Mr. Narowetz and others sent out 
circular letters to stockholders in which 
libelous statements are said to have been 
made regarding him. 








ability insurance, particularly as regards 
classification of reserves and liabilities. 
It was announced that the Massa- 
chusetts department had approved the 
increase in capital of the Massachusetts 
Accident from $200,000 to $250,000. An- 
nouncement was also made of a cam- 
paign for $100,000 of non-cancellable in 
June as a tribute to Mr. Moore. 
The conference program closed with 
a banquet at which A. Mansfield 
Hobbs, counsel of the Independence In- 
demnity, spoke on some of the legal 





nary blank used was not the proper one 
for companies writing accident and dis- 


aspects of accident and disability insur- 
ance. 
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TEXANS’ BIG MEETING! ATTORNEYS ARE LISTED 





CONVENTION IN FORT WORTH 





State Association of Life Underwriters 
Discusses Building Business in 
Rural and City Territory 





FORT WORTH, TEX., April 29.— 
Some 500 life insurance men from Fort 
Worth, Dallas, Houston, San Antonio, 
Waco, Abilene, El Paso and practically 
all towns of Texas attended the first 
annual convention of the Texas Asso- 
ciation of Life Underwriters here Sat- 
urday. The association was formed at a 
special meeting held in Dallas some six 
months ago. At that time underwriters 
from but a few of the Texas cities were 
in the organization. The membership 
now covers the state. 

Two of the most interesting questions 
discussed at the meeting were “Country 
Territory and How to Develop It,” and 
“Developing City Business.” These 
were important because practically 
every agent at the meeting, as well as 
every agency manager, was vitally in- 
terested in the problems. 


Day of “Death Insurance” Past 


Park Houston of El Paso led the dis- 
cussion of how to develop country ter- 


ritory. A dozen men who have been 
successful in this particular phase of 
the game joined in the discussions. 


Generally, it was pointed out that the 
agent should first ascertain about what 
amount of insurance a prospect is able 
to carry, find out his financial standing, 
determine what amount he actually 
should carry and then go after him 
along those lines. It was pointed out 
that the time is past when the rural 
prospect can be sold “death insurance.” 
He now wants life insurance, protection 
for his family, protection against age 
and protection against financial calami- 
ties. By the latter it was meant the 
farmers and others in the country dis- 
tricts have become interested in the use 
of insurance policies as collateral for 
loans and use them in that manner fre- 
quently, 


a 
Albritton on Building City Business 


Elmer S. Albritton of Dallas, Jeffer- 
son Standard Life, led the discussion of 
how best to develop city business. Mr. 
Albritton is regarded as an authority on 
this subject, having actually “developed 
city trade to a big paying business.” His 
idea was to ascertain what they need 
and sell them on that basis. He is not 
selling “death insurance” any more. 
He sells protection and investments. 

Training and educating the life un- 
derwriter was discussed by H. G. Hew- 
ett of Houston, Northwestern National 
Life, who declared the best results can 
be obtained by men who have been 
trained to sell life insurance and who 
know the life insurance business. 

James Elton Bragg, vice-president of 
the Manhattan Life, spoke on “The Un- 
derwriter, His Work and His Influ- 
ence,” declaring the life insurance man 
is now a factor in his community and is 
a man who has the opportunity to shape 
the elements of thrift in the lives of the 
people he comes in contact with. His 
Profession is as noble as any calling in 
the world, the New Yorker said. 


Value of Associations Told 


B. T. Childress of Terrell told the 
underwriters how to sell business in the 
country. Mr. Childress is one of the 
million-dollar producers in the smaller 
towns of Texas. He sells life insurance 
on the basis of protection and invest- 
ments and never wastes time trying to 
sell a man what he cannot carry and 
what is not best suited to his personal 
and family needs. 

A. C. Raines of the Great Southern 
Life at Dallas, president of the North 
Texas Association of Life Underwriters, 
discussed the benefits and the influences 


LEGAL DIRECTORY IS ISSUED 





International Claim Association Has 
Sponsored the “Insurance Bar” as 


a Guide for Companies 





After several months devoted to in- 
vestigation and accumulation of data, 
the directory of “Insurance Counsel 
with Insurance Law Digest,” published 
under the auspices of the International 
Claim Association, is ready for distri- 
bution. 

The volume is titled “The Insurance 
Bar” and is the outcome of a cooper- 
ative arrangement between the associa- 
tion’s directory committee, composed 
of Robert R. Harrold, Pacific Mutual 
Life, chairman; Martin P. Cornelius, 
Continental Casualty, and Edward St. 
Clair, North American Accident, and the 
Bar List Publishing Co., headed by R. 
W. Martindale. 


Valuable Reference Work 


The new publication is expected to 
promptly take its place as a valued refer- 
ence work in those departments of in- 
surance companies that are confronted 
with legal problems and the employ- 
ment of attorneys throughout the coun- 
try. To aid the user in the intelligent 
selection of counsel, the insurance clien- 
tele of each law firm or attorney is in- 
dicated by a number system and classi- 
fied according to the various branches 
(casualty, life, fire, etc.), in which the 
attorney has rendered services. About 
200 pages are devoted to digests of 
state laws relating to insurance, com- 
piled by lawyers of outstanding reputa- 
tion in their respective states in the 
field of insurance litigation. Similar di- 
gests for the Canadian provinces and 
for the uniform life act, in force through- 
out Canada, are included. Numerous 
citations to statutes and leading cases 
are given with a view to pointing out 
authoritative precedent and facilitating 
the solution of many problems confront- 
ing the legal and claim departments. 

Annual revision, with supplements be- 
tween issues if needed, will keep the 
service up to date, and it is planned to 
broaden the scope of the work with 
future editions. Copies of this direc- 
tory can be secured from the Bar List 
Publishing Co., 343 South Dearborn 
street, Chicago. 


life insurance man should be affiliated 
with a local association. 

Guy MacLaughlin of Houston, Frank- 
lin Life, discussed professionalizing the 
life underwriters and Lorry Jacobs of 
the Southland Life of Dallas, told the 
organization that a new era’in the in- 
surance business is just opening. The 
approach and the interview were dis- 
cussed by Mr. Bragg and monthly in- 
come insurance was explained by Henry 
Camp Harris of Dallas, American Life 
Reinsurance. Don L. Sterling of Dallas, 
Great Southern Life, discussed the 
work of the National association and 
Commissioner R. E. Daniel told of some 
of the problems of the insurance depart- 
ment. 


Dr. Bousfield Made President 


Dr. M. O. Bousfield, who has been 
acting president of the Liberty Life of 
Chicago, the Negro company, since April 
6, was elected president at the recent 
meeting of directors. Dr. Bousfield suc- 
ceeds the late Frank Gillespie, the 
founder of the company. David Man- 
son, vice-president of the Ohio Iron & 
Metal Company, was elected first vice- 
president of the Liberty Life. FE. H. 
Carry, the director of agencies, was elec- 
ted a member of the board. The com- 
pany recently increased its capital from 
$150,000 to $175,000. It has now voted 
to increase the capital to $200,000. The 
Illinois department has just completed 








of local associations and told why every 


an examination of the company. 








COMING! 


Something Entirely New 


in the 


Automobile Accident Line 


ONE POLICY 


Combining 


Automobile Accident 
Coverages 


of a revolutionary character 
with a full schedule of 


Travel Accident 
Coverages 
NO ADVANCE IN PREMIUM 


ON THE MARKET MAY 1 


Renewal commissions same 
as first year commissions to 
general agents guarantee- 
ing consistent production. 


WRITE NOW FOR FULL PARTICULARS 
REGARDING THIS STARTLING NEW LINE! 


Address Automobile Accident Department 


The PROVIDENT 


LIFE & ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tenneesee 


OPERATING IN THESE STATES 


ALABAMA MISSISSIPPI 
ARKANSAS MISSOURI 
DISTRICT OF COLUMBIA NORTH CAROLINA 
FLORIDA OHIO 

GEORGIA OKLAHOMA 
ILLINOIS PENNSYLVANIA 
INDIANA SOUTH CAROLINA 
KENTUCKY TENNESSEE 
LOUISIANA TEXAS 
MARYLAND VIRGINIA 


WEST VIRGINIA 
LIFE, ACCIDENT, HEALTH and GROUP INSURANCE 











THE NATIONAL 











UNDERWRITER 


April 30, 1995 








The Essential Three 


A real opportunity in an agency convention with a Life Insurance Company 
depends upon three essential factors. 



































‘1. Security. The Company must have absolute security to maintain the confidence 
of the buying public. 


2. Servic.e In case of policyholder and agent alike, service must be rendered in 
a high degree of efficiency. 


3. Satisfaction. Satisfied clients are the greatest assets of any organization. (Our 
satisfied clients and our successful agents are proof that our service and security 
has registered.) 


If you are interested in knowing the details of our liberal agency contract 


Write 
Manager of Agencies 


Cleveland Life 


Insurance Company 
Cleveland - - Ohio 





Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 








Old Line Legal Reserve Company 
Operates in Indiana and Olio 


Wanted: A few General Agents 


in each State. 


Service to Policyholders Unsurpassed 











Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating’’ insurance if “‘dividends’’ were 
decreased or passed. 

i Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 
Home Office—Cincinnati, Ohio 
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AGENTS HEAR NOLLEN 


REGIONAL MEETING IS HELD 








Bankers Life of Iowa Men Gather at 
Indianapolis—Study Four Inter- 
esting Insurance “Pictures” 





INDIANAPOLIS, April 2% — The 
Bankers Life of Des Moines held a re- 
gional conference in Indianapolis last 
thursday and Friday with agents pres- 
ent from Indiana, Illinois, Kentucky, 
‘Tennessee and eastern Missouri. Presi- 
dent G. S. Nollen, Vice-President and 
General Sales Manager W. W. Jager 
and Assistant Secretary and Publicity 
Manager B. N. Mills were present from 
the home office. 


President Nollen Spoke 


About 120 agents were present and 
President Nollen addressed the opening 
session Thursday with a general mes- 
sage from the home office. his was the 
first time Mr. Nollen has been heard by 
agents in this section since he became 
president. He talked chiefly of the or- 
ganization of the home office and defined 
the duties of the various departments, 
stating that the heads of the depart- 
ments are men carefully selected and 
well trained. Each department is inde- 
pendent and carries its individual re- 
sponsibilities but they all work smoothly 
together for serving policyholders and 
agents. 

Mr. Jager gave an inspirational talk 
which was weil received. Mr. Mills told 
about results with circular letters, going 
into considerable detail and giving a lot 
of helpful information on how to use 
the mails as a help to getting business. 


State Meeting Second Day 


While the regional meeting was sched- 
uled for Thursday only, visiting agents 
from Chicago, Quincy, Decatur and Pe- 
oria, Ill., St. Louis, Memphis and all of 
Kentucky stayed over Friday to attend 
the Indiana state meeting, conducted by 
State Manager Elbert Storer. The gen- 
eral discussion at the Friday sessions 
was on “How to Use Life Insurance to 
Guarantee the Education of Children.” 
In order to make the discussions as 
practicable as possible they were con- 
fined to making the approach and pre- 
senting Specific programs to the indi- 
viduals “pictured” in four specific cases. 


Specific Cases Given 


Following were the cases considered: 

No. 1—John H. .Williams, age 37, 
school superintendent. His wife, Naomi, 
is also 37. His wife owns her home and 
an 80-acre farm which she inherited 
from her father. -Mr. Williams’ income 
is $4,500 per year and his wife gets $480 
rent from her farm. He carries $9,000 
life insurance. Their three daughters are 
Mary, age 12, Maxine, 8, and Martha, 4 

No. 2—William H. ‘Lewis, age 32, 
owns and operates 160 acres of land free 
from debt. He milks twenty good cows, 
raises registered Duroc Jersey hogs and 
Rhode Island Red chickens. He is a 
good manager and is doing well. His 
wife, Jennie, is 31 years old. Their 
daughter Marjorie is 6 and their. son 
William, 2. Mr. Lewis carries $6,000 of 
life insurance. 


Cases Are Illustrated 


No. 3—Frank B. Wise, 47 years old, 
a merchant and a widower, his wife hav- 
ing died three years ago. He owns his 
home with a $5,000 mortgage against it. 
His net income from his business is 
about $6,000 per year. He employs a 
housekeeper to maintain the home for 
his children who are Henry, 18, Eliza- 
beth, 14, and Paul, 9. Mr. Wise carries 
$10,000 life insurance. 

No, 4—Dr. Marshall D. Long, age 43, 
a dentist, enjoying a good practice. He 
pays $85 per month ren for his home. 
His wife, Emma, is 38 years old. He 
has three children, Lucile, 16, Gale, 12, 
and Everett, 9. He wants to give each 
a college education. He carries $13;000 
life insurance and has accumulated $5,- 














500 which is invested in first mortgage 


ANALYSIS OF A. & H, 


POINTS OUT SMALL PROFITs 
Business Men’s Assurance Shows Un. 
derwriting Earnings Are Ex- 
ceedingly Small 





In the bulletin issued by the Business 
Men’s Assurance of Kansas City, atten. 
tion is called to the so-called big profits 
in the business. The article states: 

“Even among many of our own men we 
find a disposition at times to urge us 
to incorporate into our policies certain 
benefits which they find provided in the 
policies issued by some other company, 
but without any thought that in so do- 
ing there should be an increase in our 
premium rate.” 

The company has very carefully an. 
alyzed its 1925 business which shows a 
loss ratio of 58.6 percent, and underwrit- 
ing expense of 39.6 percent or a com- 
bined loss and underwriting ratio of 
98.2 percent. The article states: “In 
other words, out of -each dollar of 
premiums for the year there is a profit 
of only 1.8 cents. It is obvious, there- 
fore, that if the company’s underwriting 
expense were increased by even the 
payment of 2 percent additional renewal 
commission, or equal expense of any 
other character, there would have been 
an actual underwriting deficit on «he 
year’s production. We doubt if there is 
any other established business in which 
the margin of profit is smaller than in 
the accident and health business, as far 
as so-called underwriting profit is con- 
cerned. It is true that in addition to 
this small percent the company has the 
benefit of a certain amount of income 
from investments, but premiums always 
have been and properly so, expected to 
be high enough to cover losses and ex- 
penses and still have at least a small 
margin of profit out of the transaction.” 


National Reserve Increase Approved 


The National Reserve Life of Topeka 
has been authorized to increase its cap- 
ital from $275,000 to $550,000. After 
holding up the amendment to the char- 
ter for more than a week, the Kansas 
charter board allowed the amendment 
to become effective. 

The company has declared a stock 
dividend of 100 percent. It has only 
been in business five years and most of 
the surplus has been contributed by the 
sale of the stock at varying prices above 
par. Regardless of the price at which 
the stock was sold, each stockholder 
will get an extra share for each share 
now held. 

The charter board held up the amend- 
ment because of the alleged inequality 
in the distribution of the stock as a 
result of the varying prices at which 
the stock was sold. The stockholders 
themselves offered no protests and it 
was decided that the state had no right 
to attempt to interfere except on objec- 
tions by those directly interested. 


Atlantic Life Anniversary Drive 

The Atlantic Life launched a drive 
May 1 for a record-breaking volume of 
new business in May. This is the com- 
pany’s anniversary month. Business 
examined between May 1 and May 31 
and paid for not later than June 30 will 
be included. Fourteen cash prizes will 
be awarded in the contest. The first 
Atlantic policy was written in May, 1900. 
Every year since then the field organiza- 
tion has celebrated the event with a spe- 
cial drive for new business. 








real estate bonds. His income is about 
$7,500 per year, out of which he pays 
his living expenses, which are plenty 
high, keeps up his life insurance and 
makes the usual wild-cat investments 
which are made by the average profes- 
sional man. 

The discussion of these cases brought 
out a lot of valuable ideas and proved a 








very practical program. 
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LIFE INSURANCE BY STATES 








Business issued in 1925 and amount in force December 31, 1925, in various commonweallths 
A“ 
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TEXAS 











New 
Business In Force 
Alamo Life, Tex.... 3,151,944 4 
Am. Life Reins., Tex. 9,154,607 22,330,724 








New 
Business In Force 
Missouri State...... 14,608,886 72,352,864 
Morris Plan......... 74,050 24,050 
atl. Benefit... 3,811,275 


,393 . 
National L. Aoeess 16,707,509 26,548,632 


National, U. S, A.... 1,000,443 8,658,157 
Nat. Reserve ....... 129,005 308,529 
North Amer., Minn.. 1,000 


1,000 
North Amer, Reas... 2,600,500 3,156,400 














Amer. Natl, Tex...75,424,015 159,888,633 

Amicable, Tex....... 9,540,096 37,490,809 | Northw. National .. 4,658,795 17,751,679 
Amer. Central...... 2,723,425 15,769,744 | Occidental ......... 1,489,900 6,543,448 
American, Mich..... 222,615 222,615 | Ohio National ...... 1,012,276 2,472,141 
Amer. Natl., Mo..... 277,00 1,525,956 | Ohio State ......... 697,769 747,939 
Amer. Old Line..... 657,500 1,290,500 | Old Line, Neb. ..... 1,526,000 1,412,500 
Atlanta, Ga.......... 3,222,246 691,345 | Old Line, Wis. ..... 499,554 652,244 
Atlantic, Va......... 1,692,393 3,531,380 | Pacific Mutual ..... 5,545,181 42,879,756 
Atlas, Okla.......... 741,750 _ 3,818,125 | Pan American «++ 7,796,386 17,804,911 
Bankers, Ia......... 8,758,729 | Peoples, Ind. . - 1,494,860 3,593,617 
Bankers Res 2,2 Peoria, Ill. ......+.. 1,036,676 2,334,293 
Bank Savings. 346, Pilot Life ...... sen 90,500 640,00 
Bus. Mens. Assur 3,35 Protective L. & A... 908,674 2,069,775 
tt. Mi co cek eee 7,72 Register, Ia. ....... 295,194 472,29 
Capitol, Colo. 1,759, Reins. of Amer. .... 1,007,345 2,265,779 
Central, Ia 4,92 Reliable L. & A..... 1,252,560 1,188,495 
Central, Ill..... - 4.669.087 | Reliance ........... 4,907,489 1,605,752 
Central States...... 2,563,849 4,161,367 | Reserve Loan ...... 3,758,058 10,087,110 
Conn. General....... 126,030 352,030 | Royal Union ....... 740,196 2,019,496 
Continental, Ill...... 1,046,434 2,429,569 | Security L. & T..... 172,304 386,904 
Continental, Mo..... 1,840,328 4,062,510 | Service, Neb. ....... 208,500 208,500 
Cotton States....... 202,000 191,000 | Southern, Tenn. ....10,035,380 7,739,753 
Empire Mut 834,900 1,369,900 | Southern States .... 738,103 1,398,978 
Equity, Neb......... 290,500 289,500 | Springfield, Ill. ..... 151,834 619,925 
Farmers & Bank.... 340,456 669,918 | Prairie, Neb. ....... 4,474 15,793 
Federal, Ill.......... 1,815,45 9,557,649 | State, Ind. ......... 13,643,367 72,536,566 
Franklin, Ill. ....... 5,040,272 30,860,629 | San Jacinto ........ 8,697,877 17,017,615 
First Tex. Prud.....14,196,471 17,604,333 | Southern Union .... 11,290,325 43,560,654 
Great Southern..... 21,108,735 104,533,344 | Southland ......... 18,603,553 86,148,298 
Great Northern..... 540,500 735.355 | Southwestern ...... 48,629,244 175,027,057 
Great Republic..... 1,658,483 6,596,173 | State Reserve ...... 2,018,140 2,765,763 
Great Western ..... . 7,0 Seaboard ...... ° 1,322,540 1,322,540 
Guaranty, Ia....... 2,241,990 2,240,390 | Texas Life ..... 7,819,625 29,542,286 
Indianapolis ....... 2,451,689 6,913,688 | Two Republics +e 2,492,800 7,090,278 
International ...... 7,664,678 33,466,127 | Travelers .......... 8,863,767 17,308,725 
Jeff. Standard.......11,910,60 33,513,716 | Union Central ..... 12,606,642 77,760,645 
Kansas City.. 15,337,555 80,633,740 | U. S. Nat. L. & C.... 1,295,015 1,689,985 
Kansas Life 2,229,076 2,514,576 | United Fidelity 6,421,250 20,131,245 
ee ey : 2.399.937 2,896,784 | Victory, Tll. ........ 115,000 111,500 
Liberty, Kan.. . 209.500 260.000 | Volunteer State .... 3,980,954 14,241,309 
Lincoln Natl. ....... 8,238,664 18,084,232 | West Coast ........ 2,544,808 5,585,568 
i a + enue wees 679,888 1,534,864 | Western Nat. ...... 906,750 1,269,500 
Manhattan ......... 986,718 12,452,050 | Aetna .........-+05- 41,670,615 115,184,607 
Mass. Protect....... 207,000 181,500 | Amer. Bankers ..... 181,662 493,990 
Merchants, Ia........_ 1,039,285 8,555,591 | Nat. Savings ....... 107,350 107,350 
Metropolitan ....... 27,570,852 64,393,409 | Universal, Tenn. ... «-..... 46,339 
Mid Continent...... 679,244 1,272,422 | Home, Ark. ......-- 27,000 27,000 
Midland, Mo......... 1,315,342 3,012,922 | Omaha ....+.--eees 32,991 32,991 
Minn. Mutual....... 3,507,990 11,392,680 | North Amer. Nat. .. 37,500 37,500 
ENTERS INDUSTRIAL FIELD! RETIRES FROM ACTIVE WORK 





Western Life and Union Casualty Both 
Branch Out Into New 
Field 





A. J. Hereford, president of the West- 
ern Life and the Union Casualty of 
Chicago, announces that both com- 
panies have launched into the writing 
of industrial. business. The Western 
Life is now writing both ordinary and 
industrial life insurance and the Union 
Casualty is writing the industrial health 
and accident insurance in addition to its 
commercial forms. For the outset the 
companies are operating on the indus- 
trial basis in Chicago only and have 
opened up a branch office at Michigan 
boulevard and Thirty-fifth street, in the 
Franklin State Bank -building. M. N. 
Raise is superintendent in charge of 
the branch office. The company re- 
ports that it has 30 industrial agents 
working out of this office and has al- 
ready written a very sizable amount of 
industrial business. The home offices of 
the Western Life and the Union Casu- 
alty are located in the London Guaran- 
tee & Accident building, Chicago. 


Atlantic Life’s Stock Dividend 


_The Atlantic Life has voted a stock 
dividend of 50 percent. Distribution to 
shareholders of record as of April 28 
will be made May 5, it is announced. 
This will increase the present capital 
stock of $500,000 to $750,000. The com- 
panv now has outstanding 5,000 shares 
of the par value of $100. In providing 
for the stock dividend, the board of di- 
rectors made special provision for the 
handling of fractional shares of stock 
through certificates that are assignable 
and may be converted collectively into 
shares of stock. 








Dr. W. F. Weese Has Been Elected 
Chairman of the Board of the 
Central Life 





Dr. W. F. Weese, who for 20 years 
has been vice-president of the Central 
Life of Chicago, has resigned his active 
connection with that company but will 
continue as chairman of the board. Dr. 
Weese had charge of the agency depart- 
ment until a year ago when W. Rolla 
Wilson was appointed vice-president 
and agency director. Mr. Wilson was 
elected a director at the last meeting of 
the board. 


Peoples Life Meeting 

The Peoples Life of Chicago held an 
agency convention in Chicago on Tues- 
day and Wednesday of this week. The 
first day started with a _ get-together 
meeting followed by attendance at a 
ball game in the afternoon and theatre 
in the evening. The second morning 
was given over to an agents’ session 
and the afternoon was taken up by a 
managers’ session. At the evening ban- 
quet on the second day, E. J. Cotter, 
superintendent of agents was toastmas- 
ter. Talks were given by President 
Seymour Stedman and Secretary-Treas- 
urer J. L. Lutterloh. 


Carl Le Buhn Weds 


Carl Le Buhn, general agent for the 
Massachusetts Life at Davenport, Iowa, 
and one of the best known insurance men 
in southeastern Iowa, surprised his 
friends and acquaintances this week with 
announcement of his marriage to Miss 
Hertha Schlump, April 22, who has been 


THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








The South's Wealth 


The South’s wealth is over $72,000,000,000; its farm 
products have a value of $6,350,000,000; manufac- 
tured products, $9,100,000,000, and its aggregate 
banking resources are $8,983,648,000. 


These figures analyzed mean that the South is a 
good place to do business. There is opportunity 
here for the insurance man who knows his product 
and is connected with a known company that 
understands the conditions peculiar to the territory. 


The South is The Southern States field—it knows 
its field—it has been in it, cultivating and serving 
it for twenty years. There are available to good 
men attractive agency openings m Alabama, 
Georgia, South Carolina and Texas. 











—| Wilmer L. Moore, m 
PRESIDENT 


























LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. ' 














on the office staff of the Massachusetts 
Mutual for the last few years. 
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WHY NOT BECOME A GENERAL AGENT? 


or 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 
given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 
locations. 


Your communication will be received and treated with 
confidence. 


IRA F. ARCHER 
Superintendent of Agencies 
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PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS 


President 


E. G. SIMMONS 
Vice-President and General Manager 


FINANCIAL STATEMENT, MARCH 31, 1926 


ASSETS 
IPE EEL OR Ey FPO $ 361,607.13 
First Mortgage Loans on Real Estate... 8,086,021.01 


ER een agen a ine geaphersel page pmey le pe eB ye 4,167,904.41 
Policy Loans and Liens............... 2,376,094.63 
Premium Notes ............. ard ayees 374,353.06 
Cash in Office and Banks.............. 456,182.08 
MOT OE UNION, oie 6s diva oe ic belewdvev’ 263,604.98 


Net Uncollected and Deferred Premiums 
Due from other Companies for Death 


534,099.56 





Claims on Reinsured Policies...... 155,862.00 
Miscellaneous Assets ................. 96,914.34 
Net Admitted Assets.............. $16,872,643.20 


EE sd asa sagen esis eases $14,296,495.36 
Death Claims Due and Unpaid......... None 
Death Claims Reported; Proofs not Re- 

PSS BES ee Re Gt at ar ee a I 314,811.33 
eeerwees GOP TANI. . < c.ccccccccescavcs 55,480.48 
Bills, Accounts, Medical and Inspection 

Fees Due and Accrued............ 18,098.85 
ae as dncnesacnsex os 906.37 
Premiums Paid in Advance............ 19,888.77 
Interest Paid in Advance.............. 58,434.37 
Reinsurance Companies’ Reserve Account 60,096.70 
Miscellaneous Liabilities .............. 139,852.80 
Surplus Apportioned for Contingencies. . 15,249.62 


Surplus for Protection of Policyholders 


Over All Liabilities............... ¢ 1,893,328.55 





$16,872,643.20 


Full Paid Capital.......... piwewre net $ 1,000,000.00 
Insurance Outstanding (Paid for Basis) 146,350,187.00 


Total Admitted Assets................ 16,872,643.20 
ae PE an or ea Oe 14,296,495.36 
Assets in Excess of Liabilities for Pro- 

tection of Policyholders........... 1,893,328.55 
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| chased in subdivisions. 
| done on the installment plan. 
| derstood that one of the stores now feels 


| the task of paying for $65,000,000 and 
| the quota set. 


| for the first quarter shows the Guardian 
to be well on its way to the successful 


——$—————— 


— 








LIFE INSURANCE AS IT 





IS SEEN 


BY CHICAGO’S PROBATE JUDGE | 





UDGE HENRY HORNER of the 
J probate court of Cook county, in an 
address at the sales congress of the 
Chicago Association of Life Underwrit- 
ers recently paid high tribute to the 
| institution of life insurance. Judge 
| Horner is the only probate judge in a 
county having a population of 3,000,000, 
with about 9,000 new estates being pro- 
bated each year and 25,000 to 30,000 in 
constant course of administration. Judge 
Horner says that no one can serve as 
probate judge of a county as large as 
Cook without being a staunch supporter 
of every reputable effort to make more 
| widespread the campaign for the writing 
of life insurance, or without being an 
earnest, unselfish, enthusiast on the sub- 
ject of life insurance. In the course of 
| his address Judge Horner said: 


Realize Blessings Bestowed 


“As I realize the beneficence of life 
insurance, when day after day in my 
judicial experiences I see the service it 
renders and the help it gives and the 
blessings it bestows on thousands and 
thousands of widows and children and 
| other dependents, I feel as if I would 
| like to compel, all over this land, if I had 
| the power, every platform orator to talk, 
every choir to sing, every newspaper to 
print and every minister to preach about 
the advantages of life insurance, so that 
none who could or should be owners of 
policies, might neglect the important 
opportunity and duty to be insured. 


Many Incidents 


“Almost every day in my official ex- 
periences, some forceful incident of the 
value and necessity of life insurance is 
presented to me. Life insurance is to 
me much like the alert guard at a life 
saving station, ready to plunge into the 
turmoil and chaos of the financial storm 
of life, to rescue the family of the de- 
ceased from being engulfed in the tem- 
pestuous waters of despair and helpless- 
ness. 


Seen 


Benefits Are Invaluable 


foresighted father nurtured and main. 
tained and educated into fine young 
manhood and womanhood solely by the 
proceeds of life ingurance. I have seen 
many a business enterprise upon which 
the proprietor had spent years of sacri. 
fice and toil in building and developing 
an enterprise intended as a monument 
to his name and industry, an enterprise 
dependent upon his financial credit and 
integrity, saved from crumbling like 
chalk into dust because this business 
builder had the foresight to provide 
ready cash by life insurance to meet 
the financial obligations he had assumed 
and which were not pressed while he 
lived, but of which the banks and other 
creditors insisted upon prompt liquida- 
tion at his death. 


Thoughtlessness Causes Misery 


“On the other hand, I have seen alto- 
gether too many cases of the kind but 
careless father, earning because of his 
personal skill and ability a large salary 
in his lifetime, who in his desire to main- 
tain his wife and children in comfort 
and even luxury, employed practically 
his entire income in that worthy effort, 
always living in the expectancy of ar- 
riving at a time when he could accumu- 
late an estate, and yet, the unexpected 
happening, as it so frequently does, his 
life snuffed out by accident or a quick 
and fatal illness, leaving his young and 
inexperienced wife and immature chil- 
dren in desolation and poverty. 


Worthless Investments Frequent 


“Tt is not of rare occasion that a 
decedent’s entire estate is wiped out by 
debts and liabilities and little remains 
for the family except the insurance pay- 
able directly to or for the beneficiaries, 
free from being subjected to his busi- 
ness debts. If you want to be impressed 
with the value of life insurance, let me 
take you to our vault, jammed full of 
worthless stock certificates, deposited as 
desperate assets, and have you compare 
them with the surest of all non-depre- 





“T have often observed children of a 


ciable assets, life insurance.” 








WILL WRITE LIFE INSURANCE 





Big Department Store of Chicago Is 
Preparing to Give Full Facili- 
ties to Customers 





It is stated that arrangements are be- 
ing negotiated by one of the large de- 
partment stores in Chicago to establish 
facilities for the sale of life insurance. 
One of the stores recently opened a real 
estate section where lots could be pur- 
This is being 
It is un- 


that it is incumbent on it to open a 
life insurance department. It intends to 
represent different kinds of companies 
and has made overtures to one of the 


HAD NOT APPROVED THE CODE 





Miss Bina M. West of the National 
Fraternal Congress Comments on 
the Kansas Document 





Miss Bina M. West, president of the 
National Fraternal Congress, calls at- 
tention to a wrong impression drawn 
from reference to the new fraternal code 
presented to the Kansas insurance code 
commission. This code is intended to 
put the legal reserve fraternals on a 
parity with the old line companies so 
far as classes of business permit it 1s 
concerned. In the original article it was 
stated that the National Fraternal Con- 
gress had been working on this code 
for a number of years. It was alleged 





Negro companies of Chicago, so that it 
can furnish dependable life insurance to 
colored people. 


Guardian Life Passes $300,000,000 


The Guardian Life, by increasing its | 
paid-for business the first quarter of | 
1926 28 percent over the first quarter | 
of 1925, also increased its insurance in | 


| force by $11,500,000, carrying it up to| 


about $302,000,000. 
Last year, the Guardian set itself to| 


ended the year with a paid volume of 
$66,657,328, nearly $2,000,000 more than 
Its goal for 1926 was 
set at $80,000,000, an 18 percent gain 
over the record of 1925. The showing 


completion of another new record in 
yearly production. 





that if adopted in Kansas it would be 
presented in all other states to take the 
place of New York conference code now 
in effect in 34 states. 

Miss West states that the National 
Fraternal Congress has had nothing to 
do with the presentation of the code 
presented in Kansas. It is a new bill 
and has never been before the Fraternal 
Congress for discussion. The new bill, 
she explains, is the work of individual 
fraternities and cannot in any wise be 
said at this time to represent the views 
of the National Fraternal Congress. 


Alberts Transferred to Chicago 


M. Lee Alberts, formerly with the 
Kansas City agency of the Equitable 
Life of New York, has been transferred 
to the Chicago agency, being associated 
with Howard B. Kelly as home office 
representative of the group department 
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WANTS RATE INCREASE 





SEES DANGER IN TENDENCY 





English Actuary Believes Steadily In- 
creasing Dividends Will Lead to 
Serious Trouble Eventually 





In a recent address in London before 
the Institute of Actuaries, G. H. Reck- 
nell said that in spite of the tendency to- 
ward increasing dividends to policyhold- 
ers in English companies, an increase in 
premium rates is needed. He said that 
ynusual conditions have enabled the 
companies to recover from war time 
depreciation and to replace relatively un- 
productive assets by profitable invest- 
ments with the result that valuations 
on the net premium rate basis have dis- 
closed relatively large surpluses, per- 
mitting the payment of liberal dividends 
or bonuses as they are termed in Eng- 
land. 

He stated that the maximum limit to 
bonus declaration is set not by a bonus 
reserve valuation, but by the earning 
power of premiums on net policies, and 
that with the improvement already 
shown in mortality there is likely to be 
a demand for reduction in premium 
rates. Mr. Recknell declared that a re- 
duction would make the necessary mar- 
gin between declared bonuses and bonus 
earnings power exceedingly small, if it 
would not entirely remove it. He be- 
lieves that the situation calls for an in- 
crease instead of a decrease in premiums. 








Yeomen Directors Sued 


Charged with misuse of funds of the 
organization, Mark T. McKee, W. R. 
Shirley and A. H. Hoffman, directors of 
the Brotherhood of American Yeomen, 
are defendants in a suit for $1,000,000 
fled in Des Moines. Court action re- 
moving the three directors from office 
and enjoining them from further acting 
in the affairs of the brotherhood is also 
asked in the petition. 

The petition alleges that “a contract 
entered into between the board of di- 
rectors and the International Insurance 
Service Company, whereby $4,000,000 in 
funds of the association was paid for 
services in making transfers of members 
from one class to another was unwise, 
illegal and unnecessary.” 

W. R. Shirley, president of the Yeo- 
men, charges that the suit is part of an 
organized effort to embarrass the or- 
ganization and said that criminal pro- 
ceedings will be instituted against “the 
unholy alliance of mischief makers.” He 
cites the results of examinations made 
by the insurance departments of various 
States as proof of the financial sound- 
ness of the fraternal. The trouble is 
said to be the outgrowth of its change 
to a legal reserve basis. 


Confer on Plan for Capital Increase 


The Kansas insurance department 
and the attorney general are conferring 
with officials and attorneys for the Na- 
tional Savings Life of Wichita in re- 
gard to the plan under which the com- 
pany recently voted to increase its cap- 
ital stock from $150,000 to $300,000. It 
Proposed to make a contract with the 
National Finance Company, a subsid- 
lary corporation, whereby the finance 
company was given an exclusive option 
upon all this new stock. But the finance 
company was to have the privilege of 
having the stock issued to it when paid 
for. The finance company would have 
five years in which to sell the stock and 
It would have the stock issued only 
when the finance organization was ready 
to pay cash for it. Some auestion has 
been raised as to the legality of this 
plan under the Kansas laws. 





New Quebec Superintendent 


Orwell E. Sharpe has been appointed 
Superintendent of insurance for the 
atin of Quebec, succeeding F. L. 
Monck, who retired a short time ago. 











WILL BE HALL MONTH 








LINCOLN NATIONAL’S DRIVE . Another Dividend Increase? 
Yes, the fourth successive annual increase. A reflec- 
Plans Big Campaign for Business in tion of general prosperity and efficient management. Just 


part and parcel of our continuous effort to reduce cost while 


May In Honor of President . I ~ — 2 - 
steadily improving a life insurance service that is at all 





Arthur F. Hall : . , : : 
times maintained in the front rank of quality. Neverthe- 
; re a : less, we do not emphasize dividends. The more essential 
Th anes National Life is loading task for any company is to keep its policy contracts level 
ato Sig. gues for 0 Grive in May in boner with the public’s needs, and to distribute enough of them 
of President Arthur F. Hall. May has 4 A : 
that the economic affairs of the American people may be 


been designated as Hall month for a aon 
number of years by the Lincoln National safeguarded and stabilized. 


Life, and the fact that this is the 2ist — , , : 
ee en ee ee i We invite men and women of high ideals, of industry, 


anniversary of the company is adding to z . - ° 
the zeal of the effort this year. Three and intelligence to come and work with us upon this honor- 


bronze plaques are given to the agencies able and patriotic task. 
leading in the three groups rated ac- 





cording to volume, and the plaques which ° 

must be won for three years are now in The Penn Mutual Life Insurance Company 
the hands of the home office general . ° 

agency at Fort Wayne, Ind., the C. E. Philadelphia, Pa. 

Way agency at Akron, O., and the Ray Ovgeniecd ster 


F, Warnock agency at Canton, O., win- 
ners in the contest last year. Colonel A. 











Berthiaume of Bottineau, N. D., won 





the loving cup for the largest volume of pt natal “ aatntile - ose 
ersonal business produced in May, a wat Seginnere, © suview MP ceepwtans men, 6 oup Se Gama -_—~ 

1925 Another elbier cup is being = heve—Jessd A. Joctuan's “Baay Lewsne to Life Ensurenen” 61.58, icteding Gut am oS 
oe . - National Underwriter, 1362 Insurance Exchange, Chicago. 

fered for personal production this year. 

















Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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In Four Years 


The National Savings 
Life Insurance Company 


—made an average annual gain in their paid for business 
of ever 110%. 

—increased their assets nearly 200%. 

—increased their net reserve over 300%. 
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Sperone Kansas, Illinois, Missouri, Arkansas and Texas. 
“National Savings Life” is one of the young progressive 
Western Companies which offers the producing agent unusual 
opportunities. 
For full particulars, get in touch with our nearest branch office— 

or write direct to the Home Office - 


he 
B) NATIONAL SAVINGS 
ie Lol rie 
4 Luis INSURANGE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 
DALLAS, TEXAS 
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ST. LOUIS, MO. 
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ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force.........Over $200,000,000 
Assets ....................Over $ 16,000,000 


THE IDEAL POLICY 


The low initial premiums of the stock 
company, combined with the dividends of 
the mutual. A privilege a Master Mason 
cannot find elsewhere. 








ACACIA agents place more insurance per 
capita than agents of any other company. 


FE ne>” 





Renewals based on volume on business—not on premiums collected 


If you care to better your position, write to 


WM. MONTGOMERY, President, WASHINGTON, D.C. 
Homer Building, 601 13th Street, N. W. 


— 
— 


SERVICE LIFE INSURANCE CO. 


Home Office 
LINCOLN, NEBRASKA 


offers very liberal contracts to agents 
B. R. BAYS, Pres. 








—— — 
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Address applications to: 








Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


insurance newspaper. 



































STATISTICS ANALYZED 


CLAIM RECORD OF INTEREST 





International Life Figures Show Big 
Excess in Policy Proceeds Over 
Premiums Paid 





Some interesting facts are revealed 
by statistics on claims paid by the In- 
ternational Life the past year. 

In all 85 claims for $1,775,480 were 
paid. Of these, 75 policies had been in 
effect one year or less. On these pre- 
miums paid amounted to but $11,041 and 
the amount paid was $243,818; 39 were 
in force two years or less, with $12,129 
in premiums and $160,191 paid out. 

One policy that had been in effect for 
28 years showed a total premium pay- 
ment in excess of the amount paid, the 
amounts being $2,835 against $2,000. 
Two policies had been in effect 27 years 
or less, on which $3,930 in premiums 
was paid and $4,000 the amount of in- 
surance. 

On the 851 policies on which claims 
were paid during the year the premiums 
collected totaled $540,116 against insur- 
ance paid of $1,775,480. That shows a 
profit to policyholders of $1,235,364 or 
229 percent. On an average policy life 
of eight years and four months, based 
on the 851 claims paid, the average earn- 
ing power of the premiums paid was 
27% percent annually. The company 
inquires if anyone can find so safe an in- 
vestment that will yield such a large 
return. 


May Meet in Chattanooga 

It seems very likely that the execu- 
tive committee of the National Conven- 
tion of Insurance Commissioners will 
be held June 8, probably at Chattan- 
oca, Tenn. The two points for. the 
meting suggested by the commissioners 
are Chattanooga and French Lick, Ind. 
The most important subject to come 
up is wholesale automobile insurance, 
which will be the subject of a report 
of the special committee. Plans for the 
annual meeting of the convention will 
be made. 


Provident Mutual $250,000 Club 


The Provident Mutual Life will hold 
the annual convention of its $250,000 
Club in Chicago at the Edgewater Beach 
hotel Sept. 7-9. More than 200 mem- 
bers of the $250,000 Club will be in at- 
tendance. Virtually the entire official 
family of the company will be at the 
convention. 


W. W. Willis Recuperating 


W. W. Willis, Chicago manager of 
the Connecticut General Life, who was 
critically ill in the Presbyterian Hospi- 
tal following an operation, is now suf- 
ficiently recovered to go to his home 
where he is recuperating. 


Joins Promotion Department 
Alfred P. Smith has joined the sales 
promotion and publicity bureau of the 
agency department of the Connecticut 
Mutual at the head office. He has had 
a varied experience in several depart- 
ments at the home office. 


Strong in Its Home City 


Records of the Central States Life 
of St. Louis revealed that at the begin- 
ning of 1926 the company had in force 
$4,747,321 on the lives of St. Louisans. 
One of every six of its policies was is- 
sued in its home city, a notable show- 
ing, in view of the company being ac- 
tive in many states. 


Canadian Agency Officers’ Meeting 


The Canadian Association of Life 
Agency Officers will hold its convention 
at Niagara Falls, Ont., May 11-12. Sixty 
delegates are expected to be in attend- 
ance. Fox Head Inn has been chosen 
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Chicago Manager Returns 
—Hartford Man Will be 





William H. Kolb, manag 
returned to his office this 
serious illness of last fall. 
take up his duties bu the 
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POINTS OUT PROGRES; 
TELLS ADVERTISING ADVANCE 
E. A. Collins of National Surety Aq. 

dresses Gathering of Company Ex. 


ecutives at Des Moines 
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cies and advertising manager of the Na. 
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KUEHNER TO JOIN W. H. KOLB 


After Illness 
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department of the Travelers at Chicago, 
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long period of recuperation from his 
He will again 
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as associate 


manager Gordon V. Kuehner, who has 


of the Hart- 


Thus the burden of 


will not rest 
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Will Honor Cochran 


President George I. Cochran of the 
Pacific Mutual Life on his 20th anni- 
versary as president of the company 
will be honored with a drive for $20,- 


be held the 
e 20 largest 
will receive 


Huff Gives Sales Talks 


agent for 


the Travelers in New York city, had 4 
large audience this week at the first of 


s giving tor 


members of his staff and friends. Mr. 
Huff discussed business insurance in its 
many phases and pointed out methods 


In May the 


agency will hold a testimonial campaign 


thday. The 


campaign willl be in the form of an alt- 
plane contest, and the agency will en- 
deavor to write $3,100,000 for the month 
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MUST PAY BACK TAXES 


COOPERATIVE IS NOT EXEMPT 

U. S. Board of Tax Appeals Rules 

Against Mutual Association, Which 
Sought to Evade Taxation 





WASHINGTON, April 28.— The 
Workingmen’s Cooperative Association 
of the United Insurance League of 
New York is held not to be exempt 
from taxation under the provisions of 
Section 231 of the revenue act of 1918 
in a decision just rendered by the United 
States Board of Tax Appeals. 

The company is a non-fraternal, mu- 
tual assessment, life and health insur- 
ance association doing business within 
the limits of Greater New York, with 
no capital stock, and was not organized 
for profit, death claims being paid by 
assessments. It claimed to be a labor 
organization and mutual, and thereby 
exempt from taxation under the act. 

The board held, however, that the 
fact that the membership happens to 
consist mainly of laborers is not deter- 
minative, as there is no restriction in 
its constitution limiting its membership 
to laboring people. It is also held that 
life and health insurance companies or 
associations are essentially different from 
the kinds of companies specified in sub- 
division (10) of Section 231 of the rev- 
enue act of 1918. It is pointed out, 
however, that benevolent life insurance 
associations of a local character were 
specifically added to the subdivision in 
the revenue act of 1924. 

The board upholds the determination 
of the commissioner of internal revenue, 
assessing additional taxes of $1,010 for 
1919 and $1,469 for 1919. 


OREGON LIFE’S ANNIVERSARY 





Company Completes 20 Years of Service 
to Pacific Northwest—Agents Pledge 
$10,000,000 New Business 





This year the Oregon Life is celebrat- 
ing its 20th anniversary. When 
Samuel founded the Oregon Life there 
was no similar institution located in the 
Pacific Northwest. In organizing the 
company he did not allow any one per- 
son to hold more than two shares of the 
guaranty fund. The company began 
business in 1906 with $624,000 of busi- 
ness in force which has subsequently 
been increased during its 20 years to 
$41,500,000. The surplus now stands at 
$680,000. The organization covers three 
of the Pacific Northwest states. The 
company will likewise move into its new 
home office building this year and both 
in commemoration of its 20th anniver- 
sary and moving into the new home of- 
fice building, the agency force has 
pledged a production of $10,000,000 for 
1926. A. L. Mills is president of the 


company; Adolphe Wolfe, first  vice- 
president; Louis G. Clarke, second vice- 
president; C. S. Samuel, general man- 
ager. 


Schwingel Goes to California 

Announcement is made by the Re- 
liance Life of the appointment of Frank 
P. Schwingel as agency organizer in its 
northern’ California department under 
the direction of Supervisor H. ‘ 
Sleeper. 

Born in Wisconsin, Mr. Schwingel se- 
cured a high school education and 
worked his way through the University 
of Wisconsin, later becoming an instruc- 
tor in its agricultural department in 
which position he remained for four 
terms. Giving up his educational work, 
he entered the commercial field and was, 
for 16 years, connected with several 
large Wisconsin, Oregon, New York 
and California companies in the capacity 
ot sales manager. About three years 
ago Mr. Schwingel was attracted to life 
underwriting mainly by reason that he 
wished to get into business for himself 





and to do for himself what he had done 
for others. 

Going with the Reliance Life as gen- 
eral agent in January of last year he 
qualified for the company’s executive 
staff early in his connection with the 
company and also showed marked abil- 
ity in field organization. 


Moves to New Office 


The Security Mutual Life of Chi- 
cago has moved its home office from 
209 South LaSalle street to 134 North 
LaSalle street to the new Metropolitan 
building. 


Move Madison Offices 

The Harry L. French general agency 
of the Northwestern Mutual Life at 
Madison, Wis., is moving its headquar- 
ters frodm 114 North Carroll street to a 
new structure at West Mifflin and Fair- 
child streets. E. H. (Count) Mueller, 
state agent of the Southern Surety in 
Wisconsin, will likewise move his offices 
to the new structure. Several years ago 
before either man entered the insurance 
business they were employed at the 
office of the Ft. Wayne Electric Works 
in Madison. Mr. French started selling 
insurance as a side line and he was so 
successful in his operations that he went 
into the business full time for the Bank- 
ers Accident of Des Moines, Later he 
went to Wausau for the Northwestern 
Mutual Life and in 1915 Mr. Mueller took 
the state agency of the Bankers Acci- 
dent. In 1924 he resigned the state 
agency of the Bankers Accident and 
took the same position with the South- 
ern Surety of Des Moines. 


Ruling on Stock Sales 

Commissioner Smith of Wisconsin has 
called the attention of insurance com- 
panies of other states, which when in- 
creasing their capital circularize agents 
with subscription agreements, that be- 
fore such solicitation can be authorized 
in Wisconsin the company must first se- 
cure a license for such solicitation and 
sale from the securities division of the 
Railroad Commission, and that a viola- 
tion of the “blue sky law” of Wisconsin 
may upon complaint result in the revo- 
cation of the company’s license in the 
state. 








GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy forms and Services of Agency Supervisor in de- 
velopment of territory. 


For Full information address 


W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 
Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 
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DISTINCTIVE PROGRESS 


“Im great things, steady, consistent growth to meet the needs of the times, never slow, 
sever hasty—alweys f noon to accomplishment.” 


The Mutual Life Insurance Company of New York 
oe Oldest Legal Reserve Life Insurance Company 
progress of The Mutual Life Raye been Gistinctive, ond the semble 
ome oS pe derceg 


ee a now marking its history in meeting the requirements of in- 
and o qudheuag are evolved from almost a century of experience 
repamey, contracts completely fevised in 1925. New contracts attractive in app 
eres day language “easy to read,” easy to understand and to construe. They 
- Foy justified by experience and all the new warranted science 
and by & Gow of experience. Improved Disability and Double Indemnity ite— 
uction (allotment) Plan of insurance now written by the Company. 


Children’s Insurance now written on standard forms, a 10 to 15. 
An increased Dividend scale in 1926—the sixth consecu ve increase. 
A ity of policy loans granted locally at ee as ya Offices. 
Age tae! mony 70 inclust standard forms of insurance. e terms to men and women. 
mits, to inclusive. 
Company conservative for entire safety, but forward-looking and forward-moving in 
accord with the new spirit and new demand of the times. 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - - New York oy New York 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 





Once a Policy- 
holder—Always 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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Extravagance in Public Affairs 


Tue Paciric Mutua Lire in one of 
its recent bulletins calls attention to the 
extravagance in municipal and county 
affairs by the creation of repeated bond 
issues for all sorts of enterprises. While 
we are interested in putting into effect 
economies in the insurance business, 
seemingly people are running wild in 
voting for bdnd issues regardless of the 
need of the community. This extrav- 
agance in state, county, township and 
local affairs has grown with amazing 
proportions. Governments are being 
saddled with enormous debts. 

No more constructive thought has 
been produced than the Paciric Mutua 
Lire sets forth, THe Nationa UNDER- 
WRITER takes pleasure not only in re- 
printing the comment, but endorsing 
every word of it. The Paciric Mutua 
says: 

“There is no economic problem con- 
fronting the American people that calls 
for a more deliberate study and studious 
consideration than the rapidly increasing 
cost of state and local governments. At 
a moment when universal attention is 
directed toward national economy the 
average individual utterly disregards the 
state of financial.affairs within his own 
community. He gives no thought to ex- 
penditures made by his municipality or 
county and goes to the polls, noncha- 
lantly, to approve without question, 
whatever bond issues are put before 
him. Forced, within his own business, 
as his family are obliged to do in the 
home, to practice economy and eliminate 
waste, it is inconceivable that the intel- 
ligent man should disregard the wisdom 
of applying the same yardstick to gov- 
ernment. 

“There are aspects of local indebted- 
ness that defy intelligent analysis. There 
are factors involved which very few 
people, indeed, can perceive. Neverthe- 
less the majority go ahead, heedless of 
caution and innocently trust that the fu- 
ture will in some way take care of itself. 

“There is one thing which every one 
does not appreciate. Modern govern- 
ments are not agencies of production. 
They do not create wealth, directly. 
Their primary function is rotect the 
life and property of theis@ilicens As 
such they consume—and that consump- 
tion is made possible through taxation. 
Where current needs exceed sources of 
income recourse must be in this direc- 
tion of borrowing against future income. 
Were governments conducted in the 
manner of private enterprise, where re- 
payment is made possible through the 
creation of wealth, borrowing would be 
justifiable up to the point of certain liq- 





uidation. But there is no reasonable 
automatic check upon governmental 
loans. One of the paradoxes of modern 
government is that improvements should 
be carried on during times of business 
depression. Nothing is more uncertain, 
or more inadvisable. Expansion in all 
directions occurs during periods of in- 
dustrial activity, and if one follows the 
course of government financing he will 
see that the course of business does not 
serve as a check upon this tendency. 

“Tue NATIONAL INDUSTRIAL CONFER- 
ENCE Boarp has estimated that at the 
beginning of the present year the total 
net indebtedness of state and local gov- 
ernments amounted to $11,650,000,000, 
or an increase of 34 percent in three 
years. The interest charges alone on 
new bonds issued since 1913 amount to 
$322,000,000 annually, which is greater 
than the average annual borrowing from 
1904 to 1913. 

“In the midst of the clamor for re- 
ductions in the federal government, re- 
ductions which are actually being realized, 
the state, county and municipal govern- 
ments find a glorious opportunity to 
increase their obligations. This a para- 
doxical situation—for there is no logical 
reason why we should devote our 
thought to the one and ignore the other. 
They are intimately related and the cir- 
cumstances confronting one confront the 
other. Certainly if the American people 
desire to prolong the wholesome stabil- 
ized industrial conditions which now 
exist—there is no greater assurance than 
through the diligent practice of economy 
within their own local governments. 
Now is the time to turn discussion on 
the topic of taxation closer to home. 

“The following interesting table shows 
how total state and municipal bonds is- 
sued annually have steadily increased 
during the past 25 years: 


1901 ....$131,549,300 1914 $ 474,074,400 
1902 .... 148,463,600 1915 . 498,558,000 
1903 + 152,281,100 1916 ... 457,141,000 
1904 250,755,000 1917... 451,278,700 
1905 183,080,000 1918 ... 296,520,400 
1906 201,743,300 1919 ... 691,518,900 
1907 227,643,200 1920 ... 683,188,200 
1908 313,797,600 1921 ... 1,208,768,300 
1909 339,424,600 1922 ... 1,101,917,300 
1910 0,036,200 1923 ... 1,063,119,800 
1911 396,859,700 1924 ... 1,398,953,100 
1912 -- 386,551,800 1925 ... 1,391,000,000 
1913 - 403,246,500 


One of the worst habits to incur is the 
worry habit. Many people are wont to 
list their imaginary troubles in the morn- 
ing. They believe that during the day 
they are going to be confronted with diffi- 
culties that they call vividly to mind. Per- 
haps they have failed to happen. Most of 
them do. Yet at night these same people 
apparently gain satisfaction in going over 
them again and adding to the list. 











Achilles N. Sakellarides, general agent 
for the International Life of St. Louis, 
is the latest insurance man to claim the 
honor of writing 150 applications for life 
insurance in one day. He reports that 
he started to work April 19 at 4:30 a. m. 
and finished work that night at 11:30 
o'clock. Mr. Sakellarides, son of a Greek 
Orthodox priest, has been in St. Louis 
but two years. He formerly resided in 
Constantinople, where he was a jour- 
nalist. 


Orville Thorp of Dallas, Tex., state 
agent for the Kansas City Life, and for- 
mer president of the National Associa- 
tion of Life Underwriters, is completing 
a year of service as president of the 
Dallas Athletic Club and is to be espe- 
cially honored at the first annual presi- 
dent’s ball of that organization May 10. 
It will also be a celebration of the con- 
clusion of the first year of the club’s 
existence, which under the administra- 
tion of President Thorp has been suc- 
cessful to an extent that was hardly 
considered possible when the enterprise 
was first launched. 


Agents of the Atlantic Life turned in 
121 applications for a total of $445,654 
as a birthday testimonial to President 


Edmund Strudwick, who had just 
rounded out 72 years. 
R. F. Clendenin of Paris, Ky., who 


succeeds C. D. Rodman as general agent 
at Louisville, Ky., for Northwestern 
Mutual Life, has been district agent for 
the Northwestern Mutual for the past 
12 years and has been an agent for the 
company for 22 years. In 1918 and 1920 
he led all agents of the company in the 
number of lives insured, and he holds 
the distinction of having paid for the 
largest number of lives ever reported 
in one month by any agent of the com- 
pany, 120. He has been president of the 
Marathon Club twice, and has served 
as president and vice-president of the 


Special and District Agents’ Associations, 
each for one term. 
Tressler W. Callahan, who has be- 


come manager of the educational de- 
partment at the head office of the John 
Hancock Mutual Life, was formerly a 
teacher and then became agency man- 
ager at Syracuse, N. He graduated 
from Knox College at Galesburg, III, 
and then became head of the mathe- 
matical department in the Galesburg 
high school. Later he was principal of 
the Jacksonville, Ill., high school and 
for four years was superintendent of 
schools at Galesburg. He attended the 
summer course at the University of 
Chicago, specializing on educational and 
administration lines. He wrote some in- 
surance for the John Hancock at Gales- 
burg, and became so successful that he 
was appointed general agent at Syra- 
cuse, N. Y. 

Edward B. Baxter, who succeeds him 
at Syracuse has been agent at Ithaca, 
N. Y. He established a retail business 
in Ithaca, but disposed of it in August 
of 1922, to take up life insurance. 


Griffin M. Lovelace, director of the 
life insurance training course at New 
York University, recently delivered a 





series of ten lectures before the life in- | 
surance class at the University of Tor- | 


onto. This is the second year that 
the University of Toronto has held this | 
insurance course, which has been well 
attended and enthusiastically patronized 
by the agencies of Toronto. Mr. Love- 
lace’s lectures dealt with the specific 
uses of insurance, selling methods and 
the principles of selling. 

Ralph G. Engelsman, lecturer in the | 
life insurance trainng course at New 
York University, recently addressed the 
Life Underwriters Association of Tor- | 
onto, and on May 21 Mr. Lovelace will 

















JAMES 


F. CRAW 


also speak before the Toronto Associa- 
tion. 


The Springfield Life of Springfield, 
Iil., announces the appointment of James 
F. Craw as “insurance counsel.” Mr. 
Craw has been with the Illinois insurance 
department for the past eight years as 
assistant actuary, where he made a bril- 
liant record. Prior to his connection with 
the Illinois department, he was with the 
insurance department of New York for 
six years as assistant actuary. The 
Springfield Life feels that it has made 
a very valuable addition to its home 
office family. Mr. Craw has already 
taken up his duties. 

Dr. C. E. Schilling, medical director 
of the Ohio State Life and a member 
of the board of directors, has been 


elected third-vice-president to succeed 
the late Joel C. Clore of Cincinnati. 
Harry C. Fetsch, actuary, has been 


chosen a member of the board and made 
assistant secretary-treasurer. The com- 
pany has just moved into its handsome 
new home office building at Broad street 
and Grant avenue, Columbus. 


Clifford McMillen, home office gen- 
eral agent for the Northwestern Mutual 
Life of Milwaukee, has returned with 
Mrs. McMillen after having visited in 
Europe for the past two months. They 
toured through Italy, Spain, France and 
England, and had a very pleasant jour- 
ney. 


pioneer life in- 
formerly 
Life and 


W. H. Patterson, 76, 
surance agent at Dallas, Tex., 
connected with the Hartford 


later with the Missouri State Life, was 
found dead in his home last week. 
There was a bullet hole through his 


head. Colonel Patterson is said to have 
written the first life insurance policy 
for $20,000 in Texas. He had been in 
the business for 50 years. 


Samuel J. Rosenblatt, general agent 
of the State Life of Indianapolis in Chi- 
cago, will shortly leave on his trip 
abroad. Before he started he wrote a 
$250,000 case. His present paid for busi- 
ness for the year amounts to $1,750,000. 
On his return to his office Sept. 7 he in- 
tends to write $750,000 before the year 
closes. Bernard S. Rosenblatt, the dis- 
trict manager, will look after the State 
Life and the business of General Agent 
Rosenblatt during the latter’s absence, 
Bernard Rosenblatt now has four agents 
working with him. 

The Columbus Mutual Life has 
brought out the first issue of the “Ad- 
vance,” which is the bulletin for policy- 
holders. It will be issued twice a year. 
Vernon B. Travis is the editor. 
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HARPER MOULTON ADVANCED 








Leaves Chicago to Become Kansas City 
General Agent of Provident 
Mutual 





Harper Moulton, one of the leading 
producers for the Provident Mutual Life 
in Chicago, has been appointed general 
agent for the company at Kansas City, 
Mo., to take the place of Joseph V. 
Lockwood, resigned. Mr. Moulton en- 
tered the life insurance business in 1916 
and has been one of the leading produc- 
ers for the Provident Mutual since. He 
has averaged more than $500,000 per 
year during the ten years he has been 
connected with the Provident, and one 








HARPER MOULTON 


of his cases was a million dollar case 
on the life of Marshall Field III. 

Mr. Moulton served for three years 
on the executive committee of the Chi- 
cago Life Underwriters Association and 
one year as secretary-treasurer during the 
presidency of Darby Day. He has gen- 
erously devoted a large part of his time 
to association work and was especially 
active at the time when the national con- 
vention was held in Chicago. In 1923 
he left the Provident for a short time 
to accept the Chicago general agency of 
the Minnesota Mutual Life. 


OPENING MANY NEW AGENCIES 





Springfield Life Announces General 
Agency Appointments in a Num- 
ber of States 





The Springfield Life of Springfield, 
Ill, has made several important addi- 
tions to its field forces, many new gen- 
eral agencies having been opened. 

A state office has been opened at 
Amarillo, Tex., under the management 
of Henry L. Ford. Mr. Ford has taken 
in with him J. H. Simmons and George 

. Ford as associate general agents. 
These men have had a very successful 
life insurance career and are producing 
a substantial volume of business and 
have appointed several district managers 
and local agents. The company is about 
to open an active campaign to develop 
a large agency force in Texas. 

On May 1 a state office will be opened 
at Wichita, Kan., with E. H. Law in 
charge. Mr. Law has been agency su- 
Pervisor in the home office of the Na- 
tional Savings Life of Wichita since the 
company was organized. Several district 
agencies have already been established 
in Kansas. : 


New Offices in Minnesota 


4 Max Goar, assistant superintendent 
of agencies at the home office, has re- 
signed and opened a new general agency 
office in Minneapolis, having charge of 
eastern Minnesota. A branch is being 
established in St. Paul, with district 
agencies at other points. Laugen & 














THE WOMAN PAYS 


Insurance written on the lives of 
women is good business. It renews 
equally as well as business written on 
the lives of men. 


Women have a legitimate reason for 
life insurance. The business or profes- 
sional woman needs a savings plan and 
a pension fund for her later years. 
The widow wants to make certain an 
educational fund for her boy or girl. The 
mother whose husband is uninsurable de- 
sires protection for the children. 


Lincoln National Life agents can write 
women on the same basis as men. 


The large volume of good business 
being written on the lives of women by 
Lincoln National Life agents convinces 
them that it pays to 
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The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $400,000,000 In Force 
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OHIO 


OPPORTUNITIES 


with 


THE INDIANAPOLIS LIFE 
INSURANCE COMPANY 


For Managers 


IN OHIO 


At the Following Points: 
Columbus Cincinnati 


QUALIFICATIONS 


Under 45 years of age, good health, good education, 
ability and experience both in personal sales and de- 
veloping men. 


WORKING TOOLS 


A Purely Mutual Company—21 years old. 

$58,000,000.00 Insurance in Force. 

Low Initial Premiums, reduced by liberal annual divi- 
dends, resulting in Very Low Net Cost. 

Satisfied Policyholders, and 

A clean and wholesome record all the way through. 

In 1923 and 1924, the Company paid an EXTRA DIVI- 
DEND of 20%. 

An average of 26% increase in dividend scale went 
into effect November 15, 1924. 


DIVIDEND RECORD OF POLICY 
Issued, 1906 
$10,000—20 Payment Life—Age 35 


Annual Net 


Year Dividend Premium 
AR EF eee BO: ae $331.60 
ey Fr pita. date eee . $41.30 290.30 
et ines aed ania and Salad pea 42.70 288.90 
SE eee ree oe 44.60 287.00 
GSR ee Oy RE ep Aad 45.80 285.80 
se a a CN ee a ft 47.10 284.50 
Se RN oe Re .. 48.00 283.60 
1913 ss sigh albadn hints lad te satel 53.90 277.70 
EO paper weed Vbas ae 275.80 
0 ee ee ee 2 a ae 57.40 274.20 
Ss a sivas ope ...(Reg. Div.) 59.80 205.50 
(Extra Div.) 66.30 
gg hg eet NR ee, Pent oe ag ttcn tcc 269.80 
AR SES ae ee 267.30 
PRP RSs i dail e wade ‘ 331.60 
SRR Phe. ipa i dencivorgatda . 61.10 270.50 
I ale it i ig ete ou a .. 70.10 261.50 
1922... Shida) wade 2ie ..... 73.00 258.60 
Das hws Gable waa ee ee 75.80 255.80 
eh as ans Zee .(Reg. Div.) 100.30 . 
(Extra Div.) 20.06 211.24 
OCP deahaihn ite alone 105.00 226.60 
006 655. aMuWathé S00 tae 222.00 
For Particulars Write Home Office 
FRANK P. MANLY JOE C. CAPERTON 
President Agency Manager 











Grytting Company of Duluth have been 
appointed general agents at that point. 
Edward A. Storvick has been appointed 
general agent at Alberta Lea, Minn. 
L. Fischer has been placed in charge 
of a new branch office at Minneapolis 
with territory in western Minnesota. He 
has appointed several district managers, 
among them Reinhard Krenz, Ludwig 
Plam and Nat C. Kuske. 
. C. Corry, formerly president of 
the Des Moines Life & Annuity, and 
Charles H. Gelo, formerly general agent 
of the Bankers Life of Iowa, have 
formed a partnership and opened a 
branch office at Davenport, with terri- 
tory in eastern Iowa. 
W. Boswell has been appointed 
general agent at Albany, Ill. Mr. Bos- 
well expects to move in the near future 
to Mount Carroll so as to be better 
able to develop his territory. 


Additional Chicago Agencies 


E. H. Blissard, formerly Nebraska 
state manager of the Des Moines Life 
& Annuity, has opened a branch office 
in the Wilson avenue district in Chi- 
cago, 

The company has established two new 
general agencies in what is commonly 
known as “Little Egypt” in southern 
Illinois. Lee A. Friend has been ap- 
pointed general agent at Nashville and 
Jacob C. Bertram, general agent at Wa- 
terloo. Both have been active in life 
‘insurance work for years and are large 
producers. 

Since the first of the year the Spring- 
field Life has been very active in the 
development of its agency organization 
and now has a corps of good producers. 
Their business so far this year is more 
than three times greater than the same 
period of last year. 

It is now preparing to enter several 
new states and has applications pending 
in two states. 





Walter M. Jones 


Walter M. Jones has becoime vice- 
president of the D. R. Midyette Com- 
pany of Richmond, sopthern managers 
for the Fidelity Mutual Life, covering 
the District of Columbia, Virginia, and 
the two Carolinas for more than 40 
years. Mr. Jones was formerly vice- 
president and general manager of the 
Richmond Stove Company, and more 
recently president and general manager 
of Armstrong Stove & Manufacturing 
Company of Baltimore. He is a son-in- 
law of D. R. Midyette, president of 
D. R. Midyette & Co. His plan is to 
get out in the field and sell insurance 
until he learns all the ins and outs of 
that end of the business. When this 
experience is acquired, he will assist 
Mr. Midyette in directing the agency 
forces. 





T. E. Sebrell and Alexander Stuart 


Thomas E. Sebrell, who resigned as 
general agent of the Bankers Life of Des 
Moines a month or so ago, has joined 
the staff of Dunlop & Myers, general 
agents at Richmond, Va., for the Aetna 
Life. Alexander Stuart succeeds him as 
general agent for the Bankers Life. Mr. 
Sebrell has had long experience in life 
insurance work. He was formerly a 
member of the firm of Coupland & Seb- 
rell, general agents at Norfolk, Va., for 
the Union Central. 





Adam Schickedanz 


Adam Schickedanz has been promoted 
to district manager for the Mutual Life 
of Illinois with headquarters at Marissa, 
Ill. For the past three years he has 
been an agent for the company, con- 
nected with the Fred Hooker agency at 
Vandalia, Ill 





White L. Moss 


White L. Moss of Pineville, Ky., has 
been named Kentucky state manager for 
the International Life. For the past two 
yore he has represented the National 

ife, U. S. A., and prior to that was 
with the Fidelity Mutual. 























in Kentucky political affairs and he has 
just been named for a fourth term j, 
the upper house of the Kentucky legis. 
lature. . 












































Arthur D. Lynn 


Arthur D. Lynn has been appointeg 
general agent of the Massachusetts Mu- 
tual Life at Wichita, Kan. He is a natiye 
of Illinois, having resided in the centraj 
part of the state until 1910, when hy 
entered high school in St. Louis. 
served in the navy during the war. 





Cc. E. Hill 


The Wisconsin National Life has ap. 
pointed C. E. Hill as general agent a 
Indianapolis. He was formerly in the 
life insurance business in Cleveland. As. 
sociated with him are H. H. Hamilton 
and George C. Stelhorn. A_ general 
agency has also been established at 
Terre Haute with Mr. Nystuen ip 
charge. 





Kenneth A. Leach 


Kenneth A. Leach has been appointed 
agency manager of the Equitable Life 
of Iowa at Richmond, Ind., to succeed 
Rossey & McCoy, resigned. Mr. Leach 
is a graduate of Ohio State University 
and has been a life insurance solicitor 
and organizer for about six years. 


Raymond O. Schmidt 


Raymond O. Schmidt of Davenport, 
Ia., has been appointed general agent 
of the Minnesota Mutual Life, with of- 
fices at 32 Schmidt building. Mr. 
Schmidt has represented the Connecti- 
cut Mutual for the past four years. 


Tittel, Bailey & Forde 


Tittel, Bailey & Forde, 108 South La 
Salle street, Chicago, have been ap- 
pointed state managers of the Conserva- 
tive Life of Wheeling, which has just 
been licensed in Illinois. 











Thomas A. Stamp 


Thomas A. Stamp, formerly field man- 
ager for the Peoria Life in Texas, has 
been made state manager for Texas with 
headquarters at Dallas. Mr. Stamp has 
completed a tour of the state in which 
he conferred with agents with a view of 
strengthening the organization. 


John G. Percy 


The Atlantic Life announces the ap- 
pointment of John G. Percy as general 
agent at Lansing, Mich., with, territory 
including that city and fifteen outlying 
counties. This is new territory which 
the company plans to develop. Mr. 
Percy will have offices at 802 Prudden 
building, Lansing. 





Life Agency Notes 


O. M, Brandt, who has been manager 
for the Resneck-Berger Co. at Fond du 
Lac, Wis., for the past six years, has 
joined the Fox Agency and will become 
district manager for that firm, repre- 
senting the Old Line Life of Milwaukee. 
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BALKS RAISE BY FRATERNAL 





Michigan Attorney General Holds Ma- 
jority Vote in Favor of Increase 
Must Be Obtained 





LANSING, MICH., April 29.—Ruling 
that fraternals which still are collecting 
“inadequate” premiums on certain classes 
of policies can not arbitrarily torce 
higher rates without obtaining a majority 
vote in favor of the increase from the 
membership was promulgated by the 
attorney general’s department on behalf 
of Commissioner Hands. 

The case was that of the Ancient Or- 
der of Gleaners, which has its home 
office in Detroit. The Gleaners, it a? 
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surance, one of which, Class A, is con- | 


sidered to be on an inadequate basis. | 
Recently, following an intensive drive 
for conversion of policies, which resulted | 
in leaving only 10 percent of the mem- | 
pers in Class A, officers of the supreme | 
tribunal of the order ordered that every 
gch member convert his policy and 
start paying the higher rates on or be- 
jore April 1. Because of the provisions 
of the law, the case was referred to the 
jnsurance department, which, in turn, 
referred it to the attorney general. 

The attorney general’s ruling cites the 
act, in which it is stated that whenever 
the supreme tribunal considers it neces- 
sary “for future solvency of the order” 
to boost rates, a “majority vote of mem- 
bers voting thereon” is required. It is 
daimed that this requirement was not 
met and that efforts of the fraternal to 
obtain higher rates are therefore ruled 
illegal. Whether a test will be made of 
the case appears to be problematical. 

The new Class B insurance of the 
order is said to be on a sound basis, but 
it is admitted that Class A assessments 
cannot meet eventual expenses. Older 
members, however, are reluctant to pay | 
higher rates when they see the possibil- 
ity of “beating the game.” Up to this 
time the two funds have been kept en- 
tirely separated and each has met its 
own obligations in the way of death and 
benefit claims. Death claims, however, 
will eventually make necessary heavy ad- 
ditional assessments before the Class A 
business is disposed of if no other way | 
is found to increase rates. 








Complications Encountered 


WASHINGTON, D. C., April 28.— 
What was assumed to be the final hear- 
ing on the revised insurance code for the 
District of Columbia was that held in 
the office of Commissioner T. M. Bald- 
win, Jr., here last week. The mutual | 
fire and casualty interests, however, are | 
rather warm about being left entirely 
out of the picture, and declare they will | 
defeat the adoption of the code when it 
is offered in the House. In the light | 


| pany of Buffalo. 


of this new development it would not 
surprise underwriters familiar with the 
situation if the committee having the 
code in charge failed to report it out at 
the present session of Congress. 





New Insurance Trust Booklet 


“The Life Insurance Trust” is the 
title of a new booklet just issued by the 
Manufacturers & Traders Trust Com- 
This is one of the 
best presentations of the need for and 
use of trust company service that has 
been brought out. It contains charts 
showing graphically not only what hap- 
pens to estates left under the usual 
method of distribution by will and un- 
der the more safe and sure way of 


| trusteeship, but how to build the estate 


by using life insurance versus other 
methods. The booklet urges not only 
the carrying of life insurance, but that 
it be carried in adequate amounts. 

The booklet is being used to advan- 
tage by a number of life insurance sales- 
men in Buffalo. 


———_——_ 


Connecticut General Club 


The annual banquet of the Connecticut 
General Club of the Connecticut General 
Life was held April 22 in Hartford. 
Among the speakers were Robert W. 
Huntington, president of the company; 
Thomas W. Russell of Allen, Russell & 
Allen, general agents in Hartford, and 
Wilton C. R. Graff of the advertising de- 
partment. Laurence B. Soper, president 
of the club, was toastmaster. 





Big Michigan Business Policy 


The Michigan Clay Products Co. of 
Williamston and Lansing, Mich., has 
taken out a $100,000 business policy on 
Robert Cuyler, treasurer and general 
manager. J. Arthur Pino and Asa P. 
Gray, Lansing representatives of the 
Mutual Benefit, closed the deal, directors 
deciding that the large policy covering 
Mr. Cuyler would add to the stability of 
their organization. 











IN THE MISSISSIPPI VALLEY 

















PLAN OF THE UNITED LLOYDS | 





National Republic Life Is Now Being 
Liquidated to Provide More Funds | 
for Operating Company 





The National Republic Life of Chi- 
cago, which is now being liquidated 
through friendly proceedings, will apply 
its resources to surplus and operating 
capital for the Preferred Underwriting 
Company of Chicago, attorney-in-fact for 
the United Lloyds and which can act in 
a similar capacity for other Lloyds 
groups. The National Republic Life 
was licensed with $100,000 capital and 
$60,000 surplus. E. H. McConkey, the 
head of the National Republic Life, be- 
comes the president of the Preferred 
Underwriting Company and has taken 
charge of the development work of that 
organization. 

The Preferred Underwriting Com- 
Pany’s charter is a very broad and liberal 
one, allowing it to act as attorney-in- 
fact for organizations writing all classes 
of insurance. At the present time United 

loyds is authorized to write fire, hail, 
windstorm, lightning and_ sprinkler 
leakage insurance. 

President McConkey announces that 
new underwriting groups will be organ- 
ized and corporate arrangements per- 
fected whereby the Preferred Underwrit- 
ing Company will write all classes of 
insurance, including life, plate glass, 
burglary, automobile and personal health 
and accident. 

The present United Lloyds fire insur- 
ance group has 100 underwriters, having 
@ guaranty fund and liability in excess 


all other lines of insurance on an equally 
stable basis. 

President McConkey states that a 
campaign will be begun within a short 
time to secure new underwriters for the 
various groups. He asserts that ulti- 
mately it is the purpose to organize 


| various stock companies for casualty, 


surety and life insurance to the end that 
the Preferred Underwriting Company 
will be enabled to transact insurance 
business in all branches in every state. 
United Lloyds was organized Jan. 3, 
1921. The new offices will be in the Mc- 
Cormick building, Chicago. 





Plan Wisconsin Insurance Day 


Insurance men in Wisconsin have de- 
clared themselves in favor of an Insur- 
ance Day in Wisconsin, following the 
successful one held in Indiana in Janu- 
ary under the auspices of the Insurance 
Federation of Indiana. The executive 
committee of the Wisconsin Federation 
has discussed the subject informally and 
is now considering plans for such an 
event in that state. It is probable that 
the methods used by the Indiana Fed- 
eration would be utilized by the Wis- 
consin Federation, with some innova- 
tions. 

Chicago Agents’ Fine Work 

During the “President Day” campaign 
of the Equitable Life of New York, 
which lasted for 10 days the first part 
of April, the Chicago department pro- 
duced 3,713 applications for $15,169,292 
insurance. There were 2,806 applications 
during a similar campaign a year ago. 
This year 470 agents participated in com- 
parison with 406 a year ago. The cam- 
paign in Chicago was in charge of H. 
F. Berls, inspector of agencies. 





of $1,000,000. It is proposed to organize 


In March the Chicago department paid 
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Lie Insurance for a Greater Number 


The scope of National Lite service is 
number of applications received from th — eA ay 


¢ uninsured 
a about 50% of the total. It is f 
oy ° urther evidenced by the 


that under 46% of the policies becoming claims the insured 
carried no other insurance. 
A National Life Contract offers the 
eelling mere insurance te more peopic. Top contracts 


National Life Association, - 


for increased earnings 
in choice territory. 


Des Moines, Iowa 
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for $7,104,867 business excluding group; Mr. Arnold said. “The activity in insur-| headliners on the last day’s program,| interest earnings. Of this amount 
insurance. This is an increase of $1,-| ance sales in North Dakota was particu-| the first three days being devoted to] $100,933 remains to be paid. For the 


125,000 over the similar period last year. 
The A. E. Patterson agency led in 
March with $1,364,932 followed by B. L. 
Girault with $1,002,500. 





Offner’s Agency Meeting 


I. H. Offner of Milwaukee, general 
agent for the Massachusetts Mutual Life, 
has announced the program for the 
agency meeting April 30-May 1, in cele- 
bration of the 75th anniversary of the 
company and the third anniversary of 
Mr. Offner’s becoming general agent in 
Wisconsin. 

The home office will be represented by 
Charles B. Angell, actuary, and Joseph 
Cc. Behan, superintendent of agencies. 
Speakers for Friday morning are Stuart 
B. Nash, Ripon, Wis., on “Tilling Your 
Field”; Harry B. Schultz, Chicago, on 
“The First Year’; and Mr. .Offner on 
“Presenting Ordinary Life Policy.” 

The second day Norris H. Bokum, 
general agent in Chicago, will speak on 
“Finding Opportunities for Service 
Sales”; John W. Yates, general agent 
in Detroit, on “Elements of Success,” 
and Phil Koehring, president of the Mil- 
waukee Association of Commerce and 
prominent manufacturer, on “Opportu- 
nities and Wisconsin.” Mr. Yates will 
give a graphic demonstration of his sales 
talk entitled “Life Insurance for Old 
Age Protection.” 





Regional Sales Conferences 


C. C. Coyner, manager of the Mutual 
Life of New York for a number of 
counties in Illinois outside Chicago, is 
holding a series of regional educational 
conferences for his agents. The first 
meeting will be held at McHenry, IIL, 
’ April 29. Subsequent meetings will be 
held at Joliet, LaSalle and Dixon, 





K. C. General Agents Club 


At the second meeting of the newly 
formed General Agents Club of Kansas 
City, the general theme for discussion 
was “Cooperation Between General 
Agencies.” The subject was introduced 
by Reed G. Hake of the Bankers Life 
of Des Moines. Mr. Hake emphasized 
that the purpose of the club was to get 
cooperation between agencies on a work- 
ing basis and to establish an under- 
standing between the agents as to what 
they can expect of each other. 

The meeting was preceded by a din- 
ner. A. D. Bonnifield of the Union Cen- 
tral Life is chairman of the program 
committee for the first three meetings. 





Business Good in Northwest 


The volume of life insurance sales in 
Minnesota the first three months of the 
year exceeded by 10 percent the figures 
of the corresponding. period in 1925, ac- 
cording to O. J. Arnold, president of the 
Northwestern National Life. 

“March of this year was a particularly 
satisfactory month with our company’s 
northwest business, which reached the 
highest total of any March since 1920,” 


larly striking. This certainly indicates 
the progress made by North Dakota in 
its recovery from the depression of a 
year back. 

“While figures for April are not as 
yet available, the volume of our com- 
pany’s business is satisfactory and indi- 
cates that the improvement over last 
year will continue through the spring.” 





Smith Resigns Commissionership 


W. Stanley Smith, commissioner of 
insurance of Wisconsin, has resigned, 
effective June 1, to become a candidate 
for governor. 

Mr. Smith has been head of the de- 
partment since June, 1923. 

His resignation is made effective June 
1 to enable him to complete some nec- 
essary work, such as the annual report 
of the department, hearings now 
scheduled and other pending matters, so 
as to permit his successor to take up 
the work with a clean slate. 

There is naturally much interest as 
to Commissioner Smith’s successor, but 
no intimation has been given out so far 
by Governor Blaine as to who the new 
appointee will be. The men most promi- 
nently mentioned are Dr. W. A. Fricke, 
former Wisconsin commissioner, who is 
now connected with the department in 
an advisory capacity; Deputy Commis- 
sioner O. H. Johnson, and Frank W. 
Kuehl, secretary to Governor Blaine. 
The appointment of Mr. Kuehl is being 
sought by several officials of the rail- 
road brotherhoods, it is reported. 


Dumont at Bankers Life Meeting 


Commissioner Dumont was the prin- 
cipal speaker at the banquet which closed 
the agency convention’ of the Bankers 
Life of Des. Moines at Lincoln, Neb. 
Mr. Dumont said the agents in the field 
owed a duty to the department as well 
as to the company to cooperate in sell- 
ing their contracts so that no occasion 
arose for the department being appealed 
te for straightening out tangles. 

Wallace Darling and R. H. Martin, 


instruction by General Agent Fraser. 
Other speakers the last day were O. G. 
Wilson, agency manager at Omaha; M. 
A. Williams, agency cashier, Lincoln; 
George D. Curry, Falls City; L. O. 
Taylor, McCook; C. L. Cramer, Hardy; 
H. F. Timbers, Mitchell; C. R. Bigelow, 
Lincoln, and J. E. Tillotson, Wilcox. 





Flynn Agency Going Strong 


Warren Flynn, manager of the St. 
Louis agency of the Massachusetts Mu- 
tual Life, reports that his office wrote 
more than $3,000,000 of paid-for business 
during the first four months of this year. 
This is a substantial increase over any 
similar period in the history of the 
office. 





Larson After Ten Million 


The Wisconsin agency of the Central 
Life of Iowa is leading its nearest 
competing state by over $1,000,000 for 
the year as of April 15. A. C. Larson, 
state manager, is out after $10,000,000 
this year and the record for the first 
three months indicates that his agency 
will exceed that amount. 





Companies Enter Illinois 


The Federal Reserve Life of Kansas 
City, Kan., has been licensed in Illinois. 





The Conservative Life of Wheeling, 
W. Va., has also been licensed in the | 
state. 





Limit on Kansas Investments 


Superintendent Baker has sent to all 
insurance companies organized in Kan- 
sas a notice that the department will 
not approve for deposit any road or | 
drainage district bonds issued in any 
state of the United States. The law says 
that all companies may purchase and 
deposit for reserves the bonds of any 
state, county, city or school district of 
the United States and the bonds of 
foreign countries or any division of any 
foreign country, The power to purchase 
is therefore limited as far as bonds of 
drainage or road districts in the United 





agency managers at Cedar Rapids and 
Ottumwa, Ia., respectively, were -the 


States is concerned, but is unlimited as 
to foreign countries, 
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REPORT ON THE OCCIDENTAL | 


Los Angeles Company Is Complimented | 


Following an Examination Made | 
by State Insurance Departments 








The Insurance Commissioners Con- | 
vention report on the Occidental Life of | 
Los Angeles shows insurance in force | 
as of Dec. 31, $102,962,867. In the re- 
port the examiners say: “The company 
shows a marked disposition to show 
greater help in the treatment of its 
policyholders than is called for in its 
contract.” The mortality experience last 


| same kind of contract. 


year was 39.1 percent. During the last 
three years the Occidental purchased the 
Great Northern Life of North Dakota, 
State Life of Montana and Idaho State 
Life. In all cases the company pur- 
chased the entire stock of the companies 
and they were bought on identically the 


How Deals Were Made 


In financing the purchases, interests 
associated with the Occidental advanced | 
$425,000 to purchase the Great Northern | 
Life, the amount to be paid back by the | 
Occidental from the assets of the Great | 
Northern, along with a certain soenee-| 
tion of the renewals, and by the excess 





State Life of Montana a similar advange, 
of $320,000 was made, to be repaid jy a 
similar manner, with $29,638 remaining 
to be paid. For the Idaho State Life 
$900,000 was advanced and $257,631 re. 
mains to be paid. This total of $388,999 
remaining to be paid is not held as a lien 
against the company, according to ap 
opinion of the California department 
which ruling was accepted by the ex. 
aminers. 


Examiners Commend Company 


The examination gives the company 
admitted assets of $11,787,887; premium 
income for the year $2,022,494, and total 
income $7,067,114. The liabilities, aside 
from capital of $250,000 and surplus of 

251,083, are fixed at $11,286,804. The 
report commends the accounting system 
and concludes with the following state. 
ment: “The company made rapid growth 
during the period covered by the ex- 
amination. This is attributed to the 
reinsurance of the three companies dur- 
ing this period and the agency force of 
the company. The business has been 
procured at a reasonable cost. The mor- 
tality experience has been favorable. 
The policyholders are very liberally 
treated and their interests are fully pro- 
tected.” 


OREGON LIFE AGENCY RALLY 





Anniversary Convention at Seattle Was 
First Ever Held Away From Home 
Office in Portland 





Approximately 150 officials and field 
men took part in the twentieth anni- 
versary convention of the Oregon Life 
at Seattle, the first held away from the 
home office of the company in Portland, 
Ore. 

Officials of the company present in- 
cluded A. L. Mills, president; C. S. 
Samuel, general manager; W. C. Schup- 
pel, assistant manager, and W. P. Stal- 
naker, secretary. 

J. J. Patterson, agency supervisor in 
charge of the Seattle office, welcomed 
the delegates and Mr. Samuel responded. 
Addresses and discussions were given by 
W. J. Sheehy, J. T. Sullivan, Ira L. 
Riggs, R. R. Brown, and W. J. Hindley. 
Presentation of prizes in the $100,000 
Club featured the noon luncheon. In 
the afternoon talks and discussions were 
led by H. R. Blauvelt, J. J. Patterson, 
A. B. Evans, E. L. Holmes, H. P. Filer, 
H. C. Schuppel, G. B. Freer and A. L. 
Deffries. 

President Mills was 
speaker at the banquet. 

C. S. Samuel, general manager, de- 
clared printers’ ink was responsible for 
much of his company’s growth and 
added that the newspaper advertising 
budget this year was larger than ever. 
Mr. Schuppel also paid tribute to the 
Pacific northwest which he characterized 
as a Utopia for life insurance companies, 
because policyholders live to pay their 


the 


principal 


| premiums instead of dying off to let 





The Western and Southern’s 


Half-Billion Dollar Year 


The incentive of reaching the mark of Half a Billion of life insurance in force during 1926 has accelerated 
production by The Western and Southern field force to such a degree that the Company is now experiencing the 
most prosperous period in its thirty-eight years of existence. 


The Western and Southern Life Insurance Company 
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‘W. J. Williams, President 
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their beneficiaries collect the principal. 
Company statistics quoted for the five- 
year period by Dr. A. J. Giesy, medical 
director, Showed an unusually low mor- 
tality rate—less than half the average 
rate for the United States as a whole. 
Policies have been refused to less than 
one-third the average number of ap- 
_ denied the country over. 

A. N. La Porte, insurance expert from 
New York, told the convention that 
longevity is also increasing all over the 
United States. 





Lively Moves to Oakland 


John D. Lively, general agent of the 
Connecticut Mutual at Sacramento, Cal., 
has moved his headquarters to the Oak- 
land Bank building, Oakland, Cal., the 
company having transferred to his ter- 
ritory five counties which hitherto have 
been a part of the San Francisco 


agency. Mr. Lively will maintain a dis- 
trict agency office at Sacramento. 





Change at Santa Barbara 


Kittridge Batchelder, branch manager 
at Santa Barbara of the home office 
agency of the Pacific Mutual Life, re- 
signed recently to become associated 
with the Union Trust Company, Chi- 
cago, and has been succeeded by John V. 
Austin, an experienced and successful 
life underwriter. 





Figures on Oregon Business 


Life insurance in force in Oregon 
Dec. 31, 1925, totaled $447,402, according 
to a report completed by the state in- 
surance commissioner’s office. This 
total is exclusive of the industrial and 
group insurance policies in effect. The 
year opened with $401,357,507 of life in- 


| surance in force in the state. 
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COLONIAL LIFE GOING WELL, 





Company Confines Its Business to a_| 
Single $5,000 Policy—Surplus Is 
Increasing Each Year 





The Colonial Life of High Point, | 
N. C., confines its business to a sin-| 
gle $5,000 policy. The dividends to 
policyholders whose contracts conclude 
their second year before April 1, 1927, 
have been approved. Under this sched- | 
ule a policyholder at age 40 will receive | 
$50.09 on a $5,000 20-payment policy, 
the premium being $208.70. The Co-| 
jonial Life started less than two years | 
ago. It now has in force over $4,250,000, 
all the business having been placed on 
the books at a profit. The company has 
a paid in capital of $81,650. An equal 
amount of surplus was paid in at the| 
start. It was increased $10,544 on ac- 
count of earnings made up to Dec. 31, 
1924. Additional surplus amounting to 
$32,012 has been earned during 1925, 
making a total of earned surplus of 
$42,546. This gives total net surplus | 
$124,216. The assets are $281,726. John 
C. Abels is vice-president and manager. | 

| 





Bragg Meets With Texas Agents 
James Elton Bragg, vice-president of | 


| branch and E. C. 


| icyholders charge 


the Manhattan Life, met with the agents 


| of the company in Texas at Dallas last 


week. He was guest of W. A. Fosdick 
of the Dallas agency at a dinner on the 


| evening of the conferences in Dallas. 


Cravens, Dargan & Co., 


Several changes were announced this 
week in the life insurance department of 
Cravens, Dargan & Co. of Houston, 
Tex., state agents for the Northwestern 
National Life. S. J. Nadel has been 
named district manager for the Dallas 
office to succeed W. D. Foster, who 
returns to the Austin district at his own 
request. Fred A. Pierce has been made 
district manager for the Wichita Falls 
Green sent to Snyder 
to take charge of the Panhandle terri- 
tory. 


Changes 





Hearing on Negro Fraternal 


Federal Judge Groner has fixed June 
9 for a hearing at Alexandria, Va., on a 


| petition of certain policyholders of the 


Modern Workmen of the World So- 
ciety for appointment of a receiver for 
the concern, a Negro fraternal of that 


city with white officers. Meanwhile the 


| officers are enjoined from disposing of 


The petitioning pol- 
that the concern is 


any of the assets. 


insolvent. 








IN THE ACCIDENT AND HEALTH FIELD | 
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HAS A DOUBLE CELEBRATION 





North American Accident Is Carrying 
On a Campaign for Business to 
Honor A. E. Forrest 


The North American Accident will 
hold a double celebration in May in 
honor of A. E. Forrest, the founder of 
the company and its active executive. 
He organized the North American Ac- 
cident 40 years ago. The double anni- 
versary comes from the fact that Mr. 
Forrest’s own birthday month is in 
April. Mr. Forrest has given his entire 
time to the upbuilding of the North 
American Accident. He is one of the 
veterans in the service and has devel- 
oped a magnificent institution. He has 
been prominent in the various accident 
organizations. Mr. Forrest left for 
southern California in March and will 
not return to his office until the middle 
of next month. 





Life & Casualty Promotions 


Promotions to superintendencies an- 
nounced by the Life & Casualty as fol- 
lows: W. F. Gordon, in Louisville; J. G. 
Andrew, Columbus, Miss.; F. P. Woodier, 
Richmond. L. H. Williams, formerly an 
agent in the Raleigh staff of the Dur- 
ham district, is made special agent. 











SMITH CALLS IN COMPANIES 





Wisconsin Commissioner Invites Health 
and Accident Men to Conference 
at Madison, May 11 





Commissioner W. Stanley Smith of 
Wisconsin has sent a letter to all the 
health and accident companies operat- 
ing in Wisconsin, 62 in number, request- 
ing them to send representatives to a 
conference to be held at Madison, May 
11. The Wisconsin Insurance Federa- 
tion has also been invited to have a 
committee in attendance at the meet- 
ing. The companies invited have had 
no intimation as to the matters to be 
taken up, further than the statement 
in the commissioner’s letter that the 
conference is called “for the purpose 
of considering health and accident pol- 
icy forms, the attitude of the department 
on filing and approval, and such other 
matters in relation to the business as 
will bring about a better and more satis- 
factory understanding and adjustment 
of differences between companies and 
this department.” 

The general opinion seems to be that 
this is primarily a “harmony” affair. 
It is felt that some factors which in 
the past have militated against entirely 
harmonious relations between the com- 
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Insurance in force as of 











THE ROYAL UNION LIFE 


Des Moines, lowa 


Strong and Progressive 








Paid to Policyholders— _L7~ 





Over— $21,000,000.00 





Dec. 31, 1925, 
AZ $148,281 ,904.00 
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If You Have Knocked the “T” Out of “Can't” 


WE CAN 
GIVE 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


You a liberal first year commission. 
An unexcelled renewal commission. 


2. 
3. Your beneficiary a renewal pension. 
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panies and the department have now 
been removed and that the department 
will endeavor to put such relations on 
a better footing than in the past at the 
coming conference. It is also expected 
that the famous Wisconsin insurance 
code, which failed of adoption at the 
last session of the legislature, but is 
sure to come up again at the next ses- 
sion, will be one of the subjects of 
discussion. 

John A. Keelan, superintendent of 
agencies for the Time of Milwaukee, has 
been named chairman of a committee 
to represent the Wisconsin Federation. 
Mr. Keelan will announce the personnel 
of his committee shortly. 


SALARY ALLOTMENT POLICY 


Sun Indemnity Is Writing This Con- 
tract by Cooperating With Em- 
ployers in Getting Insurance 


The Sun Indemnity is writing salary 
allotment accident and health insurance. 
Employes are to pay for the protection 
on a monthly basis, the premium being 
deducted from the salary by the em- 
ployer either weekly, semi-monthly, or 
monthly, and the employer remitting 
the premiums to the agent or the com- 
pany. Any group of 15 employes having 
a common employer are eligible for the 
insurance and may be written on any 
form of contract issued by the Sun In- 
demnity, with exception of the death 
and dismemberment policy. Each group 
is subject to approval after examination 
of the separate application forms filled 
out by each individual of the group. The 
premium is one-twelfth of the regular 
rate for the form of protection taken. 
Where firms continue a salary for a 
week or two during periods of disability 
the company will suggest the writing of 
elimination period policies, thus cutting 
down cost. 


Pushes Group Department 


The Washington Fidelity National of 
Chicago is now pushing its group acci- 
dent and health department and is show- 
ing quite an increase. P. E. Pope has 
been manager of this department. The 
company now has a debit amounting to 
$95,000, a week in weekly payment busi- 
ness. It has recently gotten out three 
new weekly payment accident policies 
without any health indemnity. One 
costing 15 cents a week pays $1,000 
death indemnity and $100 life insurance. 
For 25 cents, a week, $10 weekly disabil- 
ity is added. For 35 cents a week, $14 
a week indemnity is added. 


Death Due to Accident 


The Illinois Appellate Court has held 
that death traceable to gas administered 
in a dentist’s office prior to extraction 
of a tooth is an accident. Mrs. Dollie 
Schleicher of Peoria, Ill., gets $12,500 
because of this decision. Two years ago 
her husband went to a dentist to have 
some teeth extracting done. Gas was 
administered and he died as a result. 





The insurance companies denied liabil- 
ity claiming that his death was due to 
natural cayses. They claimed that such 
a death could not be an accident. The 
lower court sustained the complaint and 
the appellate court has affirmed the de- 
cision. 


Epidemic Is About Over 


The companies writing health insur- 
ance report that the influenza and grippe 
claims have considerably subsided. The 
winter has been one of the worst on 
record so far as number of claims was 
concerned. Life insurance felt the ef- 
fects of the epidemic on account of the 
number of deaths from pneumonia and 
other respiratory diseases. Those com- 
panies writing Negro business have been 
confronted with a large number of 
claims because the epidemic was no re- 
specter of races. 


Company Wins Case 


ST. PAUL, April 28.—Following an 
adverse decision in district court in his 
attempt to revoke the policy of an in- 
surance company, Commissioner George 
W. Wells intimated this week that the 
next legislature may be asked to in- 
crease the authority of the state com- 
missioner in this respect. 

The case involved the North Ameri- 
ean Accident of Chicago. Commissioner 
Wells felt that the company was not 
conducting its business according to the 
state regulations and sought to revoke 
its license. The company fought the 
case and won a verdict from the court. 

The judge took the view that the state 
laws do not give the insurance com- 
missioner power to cancel licenses of 
companies except for financial reasons 
or for actual violations of state laws. 
The state department was not able to 
show in this case either of these con- 
ditions. 


Health Insurance Decision 


When Misrepresentation in Applica- 
tion Is Material and Will Avoid the 
Policy—Held that it was usually for a 
jury to decide whether a misrepresenta- 
tion had in fact been made, whether it 
was material, whether it was made with 
intent to deceive and defraud, or whether 
the matter misrepresented increased the 
risk of loss. A material misrepresenta- 
tion, even though made without intent 





to defraud, would avoid the policy if 
the matter misrepresented increased the 
risk of loss. General questions calling 
for information concerning former ail- 
ments did not require disclosure of ail- 
ments of a trivial, temporary or unim- 
portant nature. Gruber vs. Germ. R. C. 
Aid Society, 113 Minn., 340, followed. An 
answer incorrectly written in the appli- 
cation by insurer’s agent, of which in- 
sured was innocent, would not void the 
policy. Mack vs. Pacific Mutual Life. 
Sup. Ct., Minn. April 9. 


Newspaper Policies in Salt Lake 


SALT LAKBE CITY, April 27.—The Salt 
Lake “Telegram,” an afternoon paper, 
has entered the insurance field by offer- 
ing a travel accident policy to its sub- 
scribers for an extra dollar a year be- 
yond the cost of the subscription to the 
paper. 

This is the second local paper to sell 
travel accident insurance to its sub- 
scribers, the “Deseret News” being the 
first in the field. The plan was criti- 
cized. not long ago by the Utah Life 
Underwriters association, which declared 
in a published statement that the pub- 
ic was apt to get the impression that 
such insurance as the papers offered was 
complete protection, whereas its scope 
was necessarily very limited. 


Former Commissioner With Aetna 


Andrew P. Uavey, former insurance 
commissioner of Maine, has been en- 
gaged by the accident and liability de- 
partment of the Aetna Life as special 
agent for stimulation of personal acci- 
dent insurance lines, and has moved to 
Hartford with his family. Mr. Havey 
has had considerable experience in in- 
surance work and is also an attorney. 
He will be connected with the life and 
accident department, rather than the 
casualty. 


National L. & A. Changes 


Promotions to superintendencies in the 
National Life & Accident this week were 
announced as follows: R. L. White, 
Akron; S. J. McClure, San Diego; W. A. 
Ament, Louisville. Transfers are as fol- 
lows: W. E. Biddie, manager at Waco, 
to supervisor in the western territory; 
Supervisor R. P. Jarrell to manager at 
Waco; Manager Ed Archley has been 
placed in charge of the Bristol, Tenn., 
district, and Manager W. E. Jakes, for- 
merly in charge of Bristol, has been 
named manager in the Augusta district. 
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SIMON IS BOSTON SPEAKER 


New York Agent of Massachusetts Mu- 
tual Tells Life Underwriters 
There His Sales Methods 


BOSTON, April 28.—Lawrence E. 
Simon of New York, agent of the 
Massachusetts Mutual Life, who wrote 
$3,000,000 in 1925 on 175 applications, 
and has written $4,000,000 since June 1 
last on less than 3300 applications, was 
the speaker at the April luncheon of the 
Boston Life Underwriters Association. 
There were some 150 out for the lunch- 





eon, including many of the new women 
members. 

Mr. Simon declared that he thought 
decision and action were fundamental 
things for a life agent. He must have a 
plan. Let it be the plan of his own 
manager, that of some other other man- 
ager, but not a composite of the plans 
of several managers. Few agents have 
a plan, he said, but work in a haphazard 
manner. Plan the day’s work ahead and 
be definite about it, he urges. After that, 
get out and put the plan into effect as 
decided upon. 

He said the approach should be 
snappy. “Don’t be cringing or sub- 
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missive. Talk up to the office boy ang 
the telephone girl as if you amounted to 
something and were somebody. Never 
sit down when waiting for an appoint. 
ment. Keep walking up and down and 
looking at your watch. Be in the frame 
of mind that you are too big to sit 
down on the bench with a bunch of 
boobs. 

“Arouse the curiosity of your pros- 
pect. Ask questions it is hard for him 
to answer. Talk sense and do it quickly. 
First get a point of agreement with your 
prospect. Try to get the other fellow 
talking. Find out what he wants and 
wants to do and he will hang himself. 
Talk about his health, A man had 
rather talk about his fine health than 
about figures. I never talk about pre. 
miums or dividends, never carry a book. 
You can’t prove anything by figures in 
a lifetime, and by then the figures have 
changed. 


Get Appointment With Doctor 


“Try to close by making an appoint- 
ment to see the doctor. Make believe 
you know something about medicine and 
listen to your applicant’s heart and take 
his pulse. Say it sounds all right, but 
you would rather have your doctor see 
him. Take up the telephone and start 
to call the doctor. You will settle the 
matter right then. If he lets you tele- 
phone, you have won. 

“After all, the amount of business you 
will write will be determined by the 
number of calls you make. I make eight, 
nine or 10 interviews a day. Most agents 
think it is a pretty good day when they 
have made one good interview.” 

President Edward I. Brown of the 
Boston association then. expressed the 
thanks of the association to the women 
of the New England association for the 
gift of an office desk set for the new 
permanent quarters of the paid secre- 
tary, recently presented. 

*x* * * 

Indianapolis—The meeting of the 
Indianapolis association which will be 
addressed by President E. D. Duffield 
of the Prudential will be held Thursday 
evening, May 6, instead of April 29 
as previously announced. Franklin 
D’Olier, vice-president of the Prudential, 
will also be on the program. Mr. D'’Olier 
was the first national commander of the 
American Legion. The meeting will be 
held in connection with a banquet at the 
Claypool Hotel and ladies are to be in- 
cluded. The committee on arrangements 
is making every effort to have this an 
outstanding meeting both in attendance 
and interest. 

x * * 

Fresno, Cal.—Speaking before the 
Fresno association, Sam H. Beckett, as- 
sistant insurance commissioner of Cali- 
fornia, called attenion to the develop- 
ment of the business of life insurance 
and said that most of this development 
is due to the higher type of agent now 
in the business. Discussing the regula- 
tion of the business Mr. Beckett said, 
in part: “The element of uncertainty is 
the very foundation of the business. 
Here we have in brief the foundation of 
those legislative principles which recog- 
nize on one hand the evils of unre- 
stricted competition and the necessity 
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Non-Medical 
Salary Savings 
Monthly Premium 





Juvenile Policies 

Payor Insurance 

Female Insurance 
without restrictions 


Even An Efficient Workman Needs Adequate Tools | 
MUTUAL LIFE OF ILLINOIS 


SPRINGFIELD, ILLINOIS 
Agents Are Splendidly Equipped with Such Tools as 
Annual Dividend and 


Sub-Standard Insurance 


Something new and entirely different in our 5 Point G. P. S. Policy. A sure-fire business getter. 


Complete line of ACCIDENT AND HEALTH Policies. 


Courses in Salesmanship. 


Excellent General Agency territory open in Illinois, Indiana, Iowa and Missouri. 


Write in strict confidence to H. B. Hill, President 
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tuarial societies for the determination 
of rates, and demand, on the other hand, 
such measures of state regulation and 
sontrol aS will guarantee the public 
that rates so determined are neither 
jnadequate or excessive, but that they 
are safe and reasonable. 

“The insurance business today is 
greatly improved over past days, but 
you who are now in the business still 
suffer somewhat for the misdeeds and 
misrepresentations of the unscrupulous 
agents of years gone. There is but one 
way to serve the public and that is 
py writing quality business and keeping 
it on the books.” 

* * * 

Des Moines—‘“Life insurance performs 
many and varied services for society 
which the average policyholder and the 
public in general never dream of,” de- 
cared Frank L. Jones, president of the 
National association, at the monthly 
meeting Saturday of the Des Moines 
life underwriters. 

“Life insurance is being used more 
and more by large groups to solve local 
and economic problems,” continued the 
speaker, who pointed out as examples 
the use of group insurance by employers 
for their employes; the employment of 
war risk insurance by the government 
to take the place of the pension system, 
always a heavy drain on national 
fnances, and the plan of insuring col- 
lege education for the youths of Amer- 
ica by the creation of educational funds 
for this purpose. The speaker made 
forceful reference to the large increase 
in insurance in connection with the 
transfer of property, calling attention 
to the fact that this new department has 
already vindicated its wisdom. He 
stressed the fact that in the face of the 
heavy toll taken by national and state 
inheritance taxes, insurance affords the 
one sure way for a man to protect his 
survivors. 

The meeting was largely attended. 

*x* * * 

Hugo, Okla.—Hugo life insurance 
agents have organized a local associa- 
tion with John G. Townsend as presi- 
dent. It will affiliate with the National 
association. The membership of the as- 
sociation to start is around 50. Efforts 
will be made to include agents in towns 
and country near Hugo in the organiza- 
tion. The program of the new associa- 
tion calls for addresses by speakers of 
national repute the remainder of the 
year, 


*x* * * 

Cedar Rapids, Ia.—The Cedar Rapids 
association will hold a one-day Sales 
Congress May 21, with Dr. S. S. Huebner, 
head of the Insurance School of the 
Wharton School of Finance, and Mansur 
B. Oakes of the Insurance Research & 
Review Service, Indianapolis, as _ the 
principal speakers. 

*x* * * 

Buffalo, N. Y.—Announcement was 
made at April meeting of the Buffalo 
association that the directors have out- 
lined plans for employing an executive 
secretary, and placing of the association 
on a business basis. Final action will 
be taken at the May meeting. There is 
every indication that the plan will be 
carried through. 

x * * 

North Texas—The regular monthly 
meeting of the North Texas association 
at Dallas last week was atended by 
nearly 100 insurance men. The asso- 
ciation at this meeting turned the dis- 
cussions over to the men with the rate 
book. It was a kind of experience meet- 
ing where some of the common problems 
were discussed. Like practically all life 
msurance meetings in Texas right now 
one of the matters discussed was 
renewals.” A considerable amount of 
business placed on the company books 
in the past year or so through better 
sales methods is lapsing and the agents 
are about as much interested in the re- 
newals as in getting new business. 


x * * 

New York State—The New York State 
association will hold its annual meeting 
on May 6 at Rochester. The meeting 
will be a two-day affair with a large 
Sales congress May 7, which will be 
Staged by the local associations of the 
upstate cities, 

, i a 

New York—Charles Cason, vice-presi- 
sent of the Chemical National Bank of 
one York, and “Bob” Moore of Moore & 
Lamers, general agents of the New 
“ngland Mutual at Boston will be the 
speakers at the next dinner meeting of 
- New York association to be held 
io This gathering, which will be 
a ast of the year, has been designated 
la & ladies’ night, and an unusually 

Tge attendance is anticipated. 

Mr. Cason will have as his subject, 





LIFE INSURANCE EDITION 


who is the head of the New England | 


Mutual's largest agency, and who pro- 


duces more than $1,000,000 of business | 
annually, will talk on “Making the Most 


of Our Opportunities.” 

The report of the committee on nomi- 
nation of officers for the year beginning 
July 1, of which Harry E. Morrow of the 
Mutual Benefit Life is chairman, will be 
presented. Fifteen prizes to the win- 
ners in the membership campaign which 
is now under way will also be rewarded. 

x * * 

Chicago—John H. York, chairman of 
the board Cleveland Life Underwriters, 
and one of the largest personal pro- 
ducers in the country, will address Chi- 
cago association May 6 in the Hotel La 
Salle. Mr. York is a strong speaker. 
Attendance at this meeting is limited to 
members only. Mr. York represents the 
State Mutual. 
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WESTERN & SOUTHERN NEWS 


President’s Week Went Over Big With 
the Agents, Who Rolled Up 
Large Production 


“President’s Week” was the biggest 
thing the field force of the Western & 
Southern ever put over. Three Chicago 
districts, Lakeview, Humboldt and Doug- 
las Park, went over the $200,000 mark. 
The leading district in results, gross and 
proportionate, was Chicago-Lake View, 
Superintendent E. E. Eastwood. The 
district’s average production was mearly 
$8,000 per man. Douglas Park under 
Superintendent H. O. Wettlaufer aver- 
aged almost $7,000 per man. South Chi- 
cago, Superintendent E. Rosen's staff, 
averaged $6,000 per man. 

The honors for Division F centered in 
St. Louis Central, J. C. Willis, superin- 
tendent. That office produced exactly 
what the home office asked for, averag- 
ing $6,000 per man. Superintendent C. J. 
White of Piqua, O., copped the honors in 
Division A with over $6,000 per man. 
Superintendent F. E. Brawley and his 
staff, of Middletown, O., came through 
with what they were asked to do, exactly 
$6,000 per man. 

The honor of being the leading assist- 
ant fell to J. J. O'Leary, Chicago-Hum- 
boldt, with the total of $81,000 for his 
staff. Agent J. Boyle, Chicago-Humboldt, 
was the leading personal producer for 
the big week with the total of $32,000. 

The leading district in percentage of 
collections for the first quarter of the 
year is McKeesport, Pa., under Superin- 


tendent R. Pepper. Assistant Superin- | 


tendent V. C. Dodge, Detroit West, leads 
all of the assistancies in collections to 
date. 

The Western & Southern is having an 
unusually good year and expects to close 
the first six months with as much gain 
as was made during all of last year. 


Honor Milwaukee Veteran 
Thirty-five Milwaukee insurance men 








paid tribute to William E. Horner, as- | 


sistant superintendent of Milwaukee 
No. 3 office for the Prudential on April 


24. Mr. Horner has completed 30 years | 


of continuous service with the company. 
He was presented with a gold locket 
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scale You'll Like 
A ; 
Direct leads—livest and Our Service / 


most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 











TWO SUPERVISORS 
To Work With 
AGENTS AND 

BROKERS 


No Division of Commissions 











WILLIAM M. HOUZE BROKERS 


Room 1946-2948, The Straus Bidg. 
S. W. cor. Michigan Ave. and Jackson Bivd. We offer you the 
Telephones Harrison 1434-0402 fullest cooperation. 
Chicago, Illinois We sincerely be- 
General Agent of lieve we can serve 


you to advantage. 











INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 














THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 


LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies in the country, having 
ample  9-y surplus and highest standard of reserves. Exceptional opportunity 
is offered to salesmen of character and ability. Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 














GEORG IA 


NOW OPEN 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary, Rockford, Illinois 


or to 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 
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Why It Pays to Tie Up With 
The Ohto National 


HE extra or top dollars the Agent earns 

through delivery of policies on practically 
100% of applications is one of the reasons why 
it pays to tie up with the Ohio National Life. 


This is our 1925 record: 


Policies isued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 

Actual rejections less than 134%. 

Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks. 





Actual to expected mortality, 39%. 
sage Om 


General Agent Wanted for Cincinnati 


Other good openings. For information address: 


The Ohio National Life 


Insurance Company 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t of Agents 


President 


























COMPLETE COVERAGE 
aren A SINGLE SOURCE 





Health Accident 
i S) Life eae Policies—Accident 
i Policies 
Sub-Standard Standard Super-Standard 
One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Aute Injury Forms Group Protection 








WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
































If If 

Territery does make a difference You are a producer 
If If 

Close cooperation is necessary You believe in yourself 
If If 


A friendly interest is needed You want a REAL job 


| Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY || 
Cincinnati, Ohio 



































with diamonds as a center ground, by 
John J. Kraniak, superintendent of the 
Milwaukee office, on behalf of his fellow 
employes. 


Public Savings Changes 


Recent changes in the field made by 
the Public Savings are: Superintendent 
B. Scoggins, Terre Haute, is transferred 
to Clinton, Ind.; Superintendent J. W. 
Robinson, Clinton, transferred to Terre 
Haute, Ind.; Superintendent J. D. Hickey, 
Dayton, O., East, is transferred to Spring- 
field, O.; Superintendent J. M. Williams, 
Springfield, O., is transferred to Dayton 
Bast; Agent E. R. Emling, Toledo West, 
is promoted to superintendent. 








i NEWS OF LIFE POLICIES | 


“New Policies, ‘Sten Rates, ” Dividends, Sanaeiee | 

Values and all Changes in Policy Literature, Rate | 
Books, | etc. ting the ‘Unique Manval- 
Digest,” ’ publish annually in May at $3.50 and the 
‘Little Gem ” omnes oy in Lasse at $2.00. 

















DIVIDEND SCALE INCREASED 





Continental Life of Delaware Again 
Raises Its Schedule of Refunds 
to Policyholders 





The Continental Life, Delaware, has 
announced an increased scale of divi- 
dends, effective July 1. The increase 
amounts to 1 percent of the premium. 
This is the second successive year in 
which the Continental has made a 
dividend increase. 

The company specializes in a preferred 
class whole life policy which is issued 
to select risks only, and in amounts of 
not less than $5,000. The figures given 
below show the rates on this policy 
from ages 21 to 55, the second year divi- 
dend, and the second year net cost: 


et 
Age Prem. Dividend Cost 
rere $14.24 $1.24 $13.00 
i hh tn6} aa aitaene 14.57 1.26 13.31 
aiid oiked onikee ae 14.92 1.26 13.66 
ae haus resco rae 15.28 1.26 14.02 
SU bdexees aks 15.66 1.28 14.38 
rer 16.06 1.28 14.78 
i eéeentsenedeees 16.49 1.28 15.21 
i sos> secaadoaes 16.93 1.30 15.63 
aT bgaevitewtwens 17.43 1.30 16.13 
pe 17.98 1.32 16.66 
a tecekienndeead 18.54 1.33 17.21 
er 19.14 1.34 17.80 
i s dhncetenstees 19.78 1.35 18.43 
De ‘ni@ewccevescoens Be 1.36 19.10 
ay asl nich eas % aah 21.17 1.37 19.80 
es Werte oa sien adie 21.91 1.39 20.52 
Ss Se 22.71 1.41 21.30 
ns Ctis'e awat eddie 23.56 1.42 22.14 
eae eee 24.44 1.43 23.01 
nn) «ail aids Oia nt 25.40 1.45 23.95 
El Gidad~et bhaseaute 26.40 1.47 24.93 
eee 27.48 1.49 25.99 
| eer 28.62 1.51 27.11 
a Snes vduunatens 29.83 1.53 28.30 
Se Cchianndanawas 31.12 1.55 29.57 
SP sates ¥eteudes 32.50 1.57 30.93 
— Berar 1.61 32.36 
Serer. | 1.64 33.89 
De  tvtawonequen dds 37.21 1.66 35.55 
Pin Sealine ems maces 38.99 1.69 37.30 
DP. acincdenndneee 40.88 1.72 39.16 
rT ee 42.90 1.76 41.14 
ey eer 45.07 1.79 43.28 
\ oohhewhiwesns 47.37 1.83 45.54 
TD... akGuiens oetas 49.82 1.88 47.94 





Penn Mutual Life 


The Penn Mutual Life is paying 5 per- 
cent on dividends left at interest in 1925 
and 4.85 on funds that are left with the 
company under one of the settlement 
options. The Little Gem Life Chart in 
the 1926 edition states erroneously that 
the Penn Mutual Life pays 5 percent 
in all cases. 





Springfield Life 


The Springfield Life of Springfield, I11., 
which first started writing non-medical 
on old policyholders, has now broad- 
ened its field until it is writing a gen- 
eral non-medical. Age limits are 15 to 
45 and the amount not over $2,000. 

The company is getting out three new 
policies which it expects to have in the 
agents’ hands within 60 days. The new 
policies will be as liberal as this com- 
pany has ever issued, and will contain 
several innovations. The disability 
clause has been materially liberalized 
and is in line with the more advanced 
clauses which have recently appeared. 

The new dividend schedule will be in 
the agents’ hands within the next 30 
days and will place the company in line 
with many of the old, low net-cost com- 
panies. The company has been having 
a very favorable experience with its 
new business. 
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HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOwW, 
President 


The 66th Annual Report Shows: 


Premiums received 
during the year 
SED siWeewsenbudd $8,563,525 
Payments to Pol- 
icyholdersand their 
Beneficiaries in 
Death Claims, 
Endowments, Div- 
idends, etc. ...... 6,414,143 
Increase in Assets 3,174,334 
Insurance in 
er 281,338,015 
Admitted Assets 54,631,552 


FOR AGENCY APPLY TO 
256 Broadway, New York 




















Personal— 


Do you know the details—the 
facts—about your financial 
affairs—the serial number, divi- 
dend date and history of your 
stock? of your bonds? When 
are notes due? When are pre- 
miums due and how much? 
Have you difficulty in making 
out income tax reports? These 
and a hundred more important 
questions are answered daily if 
you keep account of your affairs 
in 


MI-REFERENCE 


Knowledge of bookkeeping is unneces- 
sary to handle these twelve simple and 
practical records. form is self 
explanatory and provides space for 
complete information on every trans 
—~ res being quickly and easily 
made. 


Life Insurance Form 


shows all necessary facts about policies; 
name of the company, | ——* number, 
plan, amount, amount of premium and 
dividends, dates due, cash value, name 
of beneficiary, etc. 


Companies and Executives will find no 
gift to equal MI-REFERENCE as 4 
token of good will for Conventions and 
Agency use. It is now used by insur- 
ance salesmen to hold old and win new 
policyholders. MI-REFERENCE ties 
up with the Life Insurance business. 


MI-REFERENCE is a handsome, handy, 
loose leaf, 8 ring book. Bound in leath- 
erette with index and 100 sheets, $5.90. 
Bound in beautiful genuine leather, with 
index and 200 sheets, $10.00. A liberal 
discount on quantities. Order one today 
for examination—you will never regret 
it—money refunded if not satisfactory. 


Pfening & Snyder, Inc. 
Dept. 31 

















Columbus, Ohio 





t_ik————TN___ 


~~... 











Ti 








-_ 
$s 
= 


25 


m & 


15 


sta eT 









LIFE 





April 30, 1926 


INSURANCE EDITION 

















SS 























SRS Se 











BUSINIESS-GIE 1 IING 
































eal) 























































Analysie of One’s Work Reveals Many 
Factors That May Swing the Balance 
From Failure to Success in Selling 


the more the overhead is cut, the greater | 
will be the agent’s net income at the 
end of a year’s effort. 






OW thought and analysis can im- | 
H prove every agent’s selling habits | 

is dealt with in an article written 
for “Conmutopics” by John B. Man-| 
nion, supervising sales counselor of La 
Salle Extension University. He dis- 
cusses proved ideas and suggestions on 
obtaining prospects, job analysis, calls 


Acquire Correct Selling 
Habits to Save Time 


“Acquire correct selling habits to the 
f J ; | point where you are virtual master of 
and interviews, planning and scheduling, | 


\ thusiastic 
remember that you are developing a per- 





or behind your production schedule. 
you fail to reach your objective one 
month, you should charge yourself with 
the responsibility of reaching it the next 


on the first call. They put in enough 
time, but not enough time that really 
counts. Success is measured by amount 
of sales and intelligent planning should 


aim to increase productive hours by cut-| and add the number of policies you 
ting down on selling waste. Non-pro-| failed to get the previous month. A| 
ductive hours represent overhead, and' definite goal will inspire you to 


Job Analysis Reveals 


almost every 
en- | the amount of time he wastes every day. 


effort. You should always 
manent personal business, that you are 


striving for the future, not the present.” 


Each Buyer Is 

Center of Influence 

Every agent can make himself rich 
in prospects if he will remember 
each buyer the hub of a wheel, 
center of influence, from which new 
business radiates in many directions. A 
satisfied client is the best advertisement 
for the life insurance agent. He will 


1s 


that | 
a} 


talk to his friends and acquaintances and | 


influence their choice when they are in 


your precious moments,” writes Mr. ; 
mental attitude and the cash value of | Mannion. “Decide how much you want | the market for insurance. 
directed time. /to earn in six months or a year and| . AS an active list of prospects is a great | 
: | how many policies you will have to sell | factor in success, poor prospects should | 
More Intelligence : T : ; be eliminated without waste of time or 
Needed in Work | to earn that amount. Then set up your ft A d Hal | 
quota for each of the 12 months show- | *#ort. good agent will always s 
Most insurance agents work hard| ing how many policies you must sell manage his business that he continually | 
enough, think Mr. Mannion, but fre- | each month. | has a prospect list offering a potential | 
quently they do not work intelligently “Keep a record of the amount of sales | Source of business. 
enough. They make three calls to write | you actually make each month, so that | ages he knows that the more live pros- 
business that should have been written | you may know if you are running ahead | pects he gets, the more sales he will | 


If | make. 


Some Startling Facts 


In making a job analysis of his work 
agent will be startled by | 


| tance 





Job analysis is a method of dividing a 
job into its constituent parts to get at 
and interpret the facts about them. The 
analysis provides an exact chart of the 
habits acquired and used by the sales 
man in the performance of his work. As 
an illustration, an analysis may show 
that you will make a sale every day if 
you call on a dozen prospects and that 
you are now a failure because you are 
only calling on six a day. 

If the following ten questions sug- 
gested by Mr. Mannion are answered 
honestly and an exact record kept from 
day to day for a month, you will then 
known what your duties are and ex 
actly how much time you spend on each 
of them, by putting a cash estimate on 
every hour of the working day and every 
of duties, you will increase 


one these 


| your sales and consequently enlarge your 


commissions: 
1. How do you spend your time daily 


By the law of aver- in your job as an insurance agent? 


2. Which of your responsibilities are 
most important? (Prospecting, arrang 
ing interviews, building goodwill, actual 
selling.) Consider the relative impor 
of each in light of your daily 
practice. 

3. How much time do you 
in reaching your prospects? 

4. How much time do you spend each 


consume 














Assets $26,800,000 


its business has been written by its own agents. 


policyholders unequaled in insurance history. 


erect the superstructure. 


PENNSYLVANIA SOUTH DAKOTA 
UTAH KANSAS 

IDAHO ILLINOIS 

IOWA WYOMING 
OKLAHOMA 








If you wish to invest your time and energy where it will make the largest returns in money, 
and pride in the institution you represent, it will pay you to investigate. 





LET THE BANKERS LIFE BE YOUR BANKER 


NEBRASKA 

MICHIGAN 

OREGON 

DISTRICT OF COLUMBIA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 


BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Insurance in Force over $111,000,000 


Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 
For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 


Thirty-eight years of successful and conservative management have resulted in financial statements and in dividends to 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to 


satisfaction, peace of mind 


OPPORTUNITIES ARE OPEN FOR PRODUCERS, GENERAL AGENTS AND SUPERVISORS IN THE FOLLOWING STATES: 


OHIO 
WASHINGTON 
WEST VIRGINIA 
MISSOURI 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 
Life Insurance Accountants 

Statisticians 


2 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








J. McCOMB 
e _COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pero. The w of Insurance a 
pecialty. 


Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


$4 Pime Street - - San Francisco 








E L. MARSHALL 
. 


CONSULTING ACTUARY 
Hubbell Building 


DES MOINES, IOWA 








RED D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
Louis 


. 








L A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








ro E. HIGDON 
ACTUARY 


424 Argyle Bldg., Kansas City, Mo. 




















Do your fellow agent a 
good turn—get him 
acquainted with The 
National Underwriter, 
the real insurance news- 











day in interviews with buyers? (In ac- 


tual selling? Daily? Weekly?) 

5. How many interviews should you 
average a day to be successful? 

6. How many evenings should you 
work each week? How much does it 
pay a successful agent to work evenings? 


May Waste Time 
on Additional Calls 


7. How many sales do you close on 
your first interview? How many on 
your second? Analyze carefully, keep- 
ing exact records over a given period. 
You may be getting most of your busi- 
ness on first and second calls and are 
therefore wasting time and money in 
making additional calls when it would 
be more profitable to be calling on new 
and live prospects. 

8. How much time do you spend in 
building goodwill and future business, 
making friends and acquaintances and 
getting names of future buyers? 

9. How much time do you spend in 
routine duties—clerical details, making 
out reports, maintaining prospect lists, 
etc? How much time do you lose in 
waiting for interviews, in riding in street 
cars, trains and your automobile? 

10. How much time do you spend in 
studying your job, in studying the con- 
tracts of your company, in studying the 
field of life insurance generally? In 
studying more effective methods of per- 
sonal selling, in training for increased 
responsibilities in the future and in mas- 
tering the instructions of your company? 

An accurate record of the results of 
analysis and observation should be kept. 
Duties should be listed in detail. Re- 
sults of the analysis should be reduced 
to a systematic outline so that definite 
conclusions may be drawn for future 
guidance and benefit. Above all, con- 
cludes Mr. Mannion, get a complete pic- 
ture of your job in all its aspects. 


FRACTIONAL PREMIUM 
AND DEATH BENEFITS 


(CONTINUED FROM PAGE 1) 


this I mean that if a quarterly install- 
ment has been paid we deduct the bal- 
ance of the annual premium rather than 
the three remaining quarterly install- 
ments for, as you know, the axiom we 
learned in geometry does not apply in 
life insurance premiums in that the 
whole is not equal to the sum of all 
its parts.” 

An actuary of one of the large com- 
panies says: 

Caleulated on Annual Basis 


“It is the usual practice in this coun- 
try to calculate net premiums on an 
annual basis, that is, a full year’s pre- 
mium is assumed to be paid at the com- 
mencement of each policy year entered 
upon and no part of the premium is 
assumed to be returned in the event of 
death during the policy year. Gross 
premiums are derived from net pre- 
miums by adding a certain loading 
thereto. In the case of semi-annual and 
quarterly premiums they are generally 
installments of the annual premium, 
which means, of course, that the unpaid 
installments for the policy year of death 
are deducted in the event of death. It 
is a perfectly simple matter to calcu- 
late ‘true semi-annual or quarterly or 
monthly premiums,’ the word ‘true’ be- 
ing used to mean that the unit of cal- 
culation is six months, three months 
or one month, as the case may be, in- 
stead of 12 months in the case of annual 
premiums. Where ‘true’ premiums are 
charged, no deductions are made in the 
event of death of premiums which have 
not yet fallen due. Naturally, ‘true’ 
semi-annual, quarterly or monthly pre- 
miums are greater than annual pre- 
miums. 

“For the sake of illustration, let us 
assume that the ‘true’ monthly net pre- 
mium is 3 percent greater than the ‘true’ 
annual net premium; in other words, 
12 net monthly premiums equal in our 
supposition 103 percent of one net an- 
nual premium. 

“It is obvious that if the gross pre- 





mium charged is not increased, the load- 
ing will be reduced. If the load- 
ing in the case of an annual premium 
is 20 percent of the net premium, the 
gross annual premium will be $120 for 
a $100 net premium. In the case of 
monthly premiums, the net premium will 
be $103 as against $120, so that the 
loading, being reduced to $17, would be 
85 percent of the $20 loading in the 
case of an annual premium. 

“In the case of a premium with as 
high a loading as 20 percent, the 85 
percent of this loading may be all the 
company really requires for expenses 
and contingency reserve, and may prob- 
ably leave something over for dividends. 


Premium Loaded 7% Percent 


“Let us take the case, however, of an 
annual premium which is loaded only 
7% percent. Then, the loading, which 
is $7.50 for an annual net premium of 
$100, will only be $4.50 in the case of a 
monthly premium, or, in other words, 
the loading will be cut 40 percent, that 
is, from $7.50 to $4.50 for a gross pre- 
mium of $107.50. If the loading of $7.50 
is required for the annual premium, then 
the loading of $4.50 will be too small 
for the monthly premium. This ex- 
plains why the Metropolitan Life has 
not applied its ‘generous concession’ 
above referred to to its ordinary whole 
life ($5,000) policies. 

“From what I have said, it is appar- 
rent that the practice which the Metro- 
politan Life has introduced may be a 
perfectly safe practice to pursue where 
the gross premium is derived from the 
net premium by adding a _ substantial 
loading thereto, but that it would not 
be a proper practice to pursue where 
the loading is of a small amount. A 
company, by following the practice in 
question, is in effect reducing its load- 
ing. If the expenses are well within the 
reduced loading, the only effect is to 
reduce what would otherwise be surplus. 
The same general argument applies to 
the practice of not requiring unpaid 
quarterly or semi-annual premiums.” 


Views of Mutual Company Man 


An actuary of an eastern mutual com- 
pany says: 

“Let us assume that premiums are 
payable half yearly, due Jan. 1 and July 
1, and that death occurs on March 1. 
Under the generally established practice, 
it has been the custom to charge on the 
basis of yearly premiums paid in advance 
and where premiums are payable semi- 
annually, to treat the semi-annual pay- 
ments as being merely installments of 
the annual. This method of payment 
imposes on the company, first, a cer- 
tain loss of interest and, second, addi- 
tional clerical labor, and the method of 
calculating such installment premiums al- 
lows, of course, for these two items. 

“Now assume that a company desires 
to make its calculations in such manner 
as not to deduct a second semi-annual 
premium in this case. The charge for 
half yearly payment would then have to 
be such as to provide an additional fac- 
tor to compensate for a certain loss of 
premium income. 


Has Gone Step Farther 


“The company referred to above has 
gone a step further; it proposes not only 
that no deduction will be made on ac- 
count of the second semi-annual pre- 
mium, but also that a refund of two- 
thirds of the first semi-annual premium 
(representing the period from March 1 
to July 1) will be made. Here again 
it is quite possible to make an addition 
to the premium to take care of such an 
arrangement. 

“Thus, it is possible to calculate pre- 
miums in such manner as to take care 
of. whichever of these three methods 
may be adopted, but where a company 
which has been operating under the 
first method changes over to the third 
method, under which no deduction is 
made of unpaid installments of pre- 
miums, and a refund is made of what is 
usually though somewhat erroneously 
termed the unused portion of the pre- 
mium paid beyond the date of death, the 


result is that it collects less money yp. 
less the rates are raised to meet this 
condition. Therefore, if such an arrange. 
ment is made without an increase jp 
premium rates, the surplus available for 
policyholders in a mutual company jis 
reduced just to that extent and the addj- 
tional cost of operation of the plan js 
necessarily borne by the policyholders 
in either event. 

“The decision of a company as to 
which of the three different forms of 
procedure it desires to adopt is, there- 
fore, merely a question as to the de- 
sirability of the relative benefits and the 
corresponding premium coéts.” 








Stephen M. Babbit 
President 


HUTCHIN SON, KANSAS 


























DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
R General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 























THE 
UNITED STATES LIFE 


INSURANCE COMPANY 


In the City of New York 


Organized 1850 Non-Participating Policies Only 


Over 71 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 








PROFITABLE PARTNERSHIP 
exists between this Company and its agents 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states. Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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